Oral History Interview: Colonel Howard R. Browne by Browne, Howard R.
Marshall University 
Marshall Digital Scholar 
0064: Marshall University Oral History 
Collection Digitized Manuscript Collections 
1983 
Oral History Interview: Colonel Howard R. Browne 
Howard R. Browne 
Follow this and additional works at: https://mds.marshall.edu/oral_history 
Recommended Citation 
Marshall University Special Collections, OH64-310, Huntington, WV. 
This Book is brought to you for free and open access by the Digitized Manuscript Collections at Marshall Digital 
Scholar. It has been accepted for inclusion in 0064: Marshall University Oral History Collection by an authorized 
administrator of Marshall Digital Scholar. For more information, please contact zhangj@marshall.edu. 
MARSHALL UNIVERSITY 
1'i tJ NTtNGTON WEST VIRGINIA 2~70 1 
ORAL HISTORY 
GIFT AND RELEASE AGREEMENT 
I, 
of __ H_u_n_t_i_·n_,_g_t_o_n _______ , County of Cabell , State 
of West Virginia , grant, convey, a nd transfer 
to the James E. Morrow Library Associates, a divi s i o n of 
The Marshall University Foundation, INC., a n educ<ltional and 
e l eemosynary institution, all my right, titl e , int e r e st, and 
litera ry property rights in and to my testimony recorded on 
N_o_v_e_m_b_e_r __ 2_9 ___ , 19~, to be used for scholarly 
purposes, including study and rights to r e production. 
<il5' Open and usable immediately. -~------
(initial) 
--------Open and us a ble after my revi ew. 
(initial) 
--------Closed for a period of ____ yea rs. 
(initial) 
--------Closed for my lif e time. 
(initial) 
--------Closed for my lifetime unl ess spec ial 
(initial) permission is gained from me or my 
a ssigns. 
c:Y~~~ ~ ""'-~  
(Sign at ure ~Interviewee) 
DATE 
__ 456 Washington Aye_ n_u_e ___ _ 
(Address) 
HuntiQg!Qn, WV 25701 
DATE / J~vf i' /4u~l~~L-
( Signature - W~ss) 
MARSHALL UNIVERSITY 
H ,; NT ING TON WEST VI AGIN I A 2 "> 7 0 I 
ORAL HISTORY 
GIFT AND RELEASE AGREEMENT 
I, _ _,,C=o~l=---·-=H=o~w~a=r=d,_,,R~---B==r~o~w~n~e-_______ , the undersigned, 
of __ H_u_n_t_i_n_g~t_o_n _______ , County of Cabell , State 
of West Virginia , grant, convey, and transfer 
to the James E. Morrow Library Associates, a division of 
The Marshall University Foundation, INC., a n educational and 
eleemosynary institution, all my right, title, interest, and 
lite~ary property rights in and to my testimony recorded on 
i 
N_o_v_e_rn_b_e_r __ 2_9 ___ , 19~, to be used for scholarly 
purposes, including study _and rights to reproduction . 
DATE 
. 
<:113' Open and usable immediately. -~------(initial) 








Closed for a period of ____ years. 
Closed for my lifetime. 
Closed for my lifetime unless special 
permission is gained from me or my 
assigns. 
456 Washington Avenue 
(Address) 




AN INTERVIEW WITH: Colonel Howard R. Browne (CB) 
CONDUCTED BY: Robert D. Sawrey (BS) 
DATE: November 29, 1983 
TRANSCRIBED BY: Sally Keaton 
"NATIONAL" 
Interview l tapes land 2 
BS: This is Bob Sawrey. Today we'll be interviewing Colonel 
Howard R. Brown, the head of the National Central Alarm 
Systems Inc. and National Detective Bureau in Huntiggton. 
The interview will take place in Colonel Brown's office on 
4th, Washington Avenue in Huntington and today's date is 
November 29, 1983. The first question I'd like to ask, 
Colonel - is that O.K. ?, (YES) concerns your family background, 
ah, where your parehts were from, the kind of business that 
your father was involved in. That, that type of thing. 
CB: My father was born in Grundy county. That's Traces City, 
Tennessee. And his father was a circuit rider Methodist 
j 
Minister. Ah, my father entered into the coal fields at 
a very early age. And, ah, later became mine forman, ah, 
superintendant and coal inspector. And from that into the 
private security field. His knowledge of coal mining, ah, 
and the problems that the coal companies, ah, had with them 
always. Similar to those now, ah, steeling, ah, gave him 
the knowledge that he cofuld provide security guards, armed 
guards at that time to protect coal mine operations. And 
his biggest operation, a, in the '20's, that was 24, 25, 26, 
27, was to place undercover, ah, operatives in the coalmines. 
And they were giving reports on safety conditions, bh, 
drinking in the mines and union activity. Ah, outside the 
mine, ah, his guards at that time protected property and 
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generally their _ ~_o_to_p_r_o_~ _____ was to see that the coal 
mine was kept in operation at all times. In other words, 
no interruption by walkouts and strikes or so forth. This 
was before they had unions. His job also covered that of, 
ah, of being sure that the coal miner was paid for the coal 
that he mined and that, ah, the company received their money 
or that the coal that was put into the coal cars was properly 
billed . Exam~le: for one coal company the miners were 
loading their cars high . Heaping the coal on. And yet the 
weight of the cars seemed to indicate that, ah, there might 
be something wrong with · the scales and, ah, the miners were 
complaining that they were not getting paid for the coal they 
loaded. So on a weekend, ah, he brought a couple of his 
operatives up to check the coal scales and the mine forman 
or the superintendant had placed rubber blocks underneath the 
scales that kept the (ch~ckles) cars f~om weighing the 
proper amount of coal. And he then started checking the 
amount of coal that was shipped from there to the buyer 
and found that they were receivi ng· from 2 to 5 extra, ah, 
railroad cars of coal per week and paying to another source. 
So his work was to, it also involved checking the coal companyls 
store against, ch, knowck down, ah, steeligg from, ah, the 
company by employees, ah, in the operation and, ah, generally 
that type of work. 
.) 
BS: was this in Kentucky? 
CB: Well, ah, we had an office, The Kentucky Bureau of Investigation. 
This was located in Middlesbou11ough, Kentucky and run by my 
father, Oscar Browne and his brother Herbert Browne operated 
the Harlan, Kentucky Kentucky Bureau of Investigation and 
they had other offices in Johnson City, Tennessee, Elkhorn 
City, ••• In other words they operated in Kentucky, Virginia, 
Tennessee, and Kentucky. And one of the big things that 
they did at this time, ah, the bus lines at that time were 
all, ah, privately owwed, small bus lines. There were no, 
ah,, bus lines that went across the state usually it was 
from one town to another and they had such names as the Grey 
Bus Lines, the Blue Ridge Bus Lin& the Yellow Goose Bus .,;tin fa, 
The Yellow Coach and, ah, so forth. And, ah, the taxicab 
drivers in Middlesbourough, Harlan, and that area would, ah, 
run along in f~~nt of the, ah, buses picking up passengers. 
They were hauling them for about the same prices. Well the 
bus had an agreement with the highway and the Department of 
Commerce or some department, that they had a franchi~e to 
run over this, ah, road and it should be uninterrupted by 
cab drivers, individual cab drivers. So the bus driv, bus 
companies then hired my father and his agency to build 
cases against the cab drivers that were putting them out of 
business. I think they got $10 for each case that went, 
that they would, that, that went to court. So before the 
bus schedule why my father would ah take 6 or 7 people, drop 
them along the highway and then before the bus arrived, here 
would come a taxicab in front. Are you, taxi are you want, 
are you going to where-ever it is I am going ••• So when 
the dab driver reached Pineville, well he had five or six 
passengers there, all investigators who filed reports that 
he was operating illegally on the franchise of the bus line. 
So then my father and my uncle called a meeting of, ah, all 
of the bus companies there, and he must have represented 
12 ,or 15 bus companies. This later developed into another 
larger meeting with bus companies from Pennsylvania and, ah, 
and other areas and my uncle made a talk, Herbert, he said, 
ah, "You fellows are crazy. You should get together and set 
up a nationwide bus service. It would make it easier for us 
to check. We have a ticket now that's good for your bus lihne 
that runs from this city to the other then we've got to yet 
off and walk across town to another bus station, get on 
another bus and check that driver against knocking down, 
stealing, drinking ah speeding ah passing passengers and ah 
the usual problems that bus lines have." As a result of that 
meeting, C.R. Hill formed a bus company known as the Greyhound 
Bus Line. So that Greyhound Bus Line probably would not rave 
been formed had it not have been for my dad and my uncle 
and Kentucky Bureau of Investigation. (hmm) Ah, so, ah, 
and protecting their rights, the rights of the bus company 
to operate without interference from cab companjes on the 
open highways. And in order to make the work better·,. for 
the private investigatmr they made a suggestion that they 
consolidate and you could buy a ticket to Middlesborro, 
Kentucky to Los Angeles. California and each one would 
figure the mile~ge and honor the other bus line. So they 
set up a combined bus operation and later called it the 
Gre~hound Bus Line. It gives a little ideas what my father 
did in the business and this is the environment in which! 
was raised. 
BS: Before we get to you, could you bring your mother into this 
story a little bit, ah, her background. Is ahe a Tennesseean 
as well? 
CB: No. My mother was born in Kentucky, at Sterns, Kentucky. 
That's ah, in the Southwestern part of Kentucky. Her father 
was a coaL '.trildlaer and, . ah, ',they wereµ, ~~rm~n~Dutch, I guess 
they called them, and, ah, he was ah, transferred over there 
to one of the coal companies to do some work and he met her 
there. She was never employed. She was just a family house 
wife. I have one sister living now. 
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BS: We forgot your mother's name. 
CB: Oh, Nora Eva Thompson. T-h-o-m-p-s-o-n. Her fathers name 
was Grant Thompson. 
BS: Do you recall when they were married, your mother and father? 
CB: No. I really don't know the years that they were married. 
It was ah sometime ah, I really don't know. 
BS: Sometime before you came along. 
CB: Yes, yeah {laughing). A bit before my time, right. 
BS: ( laughing) o. k. 
CB: So, ah, I had another brother who, ah, died in infancy a few 
·, < 
i 
weeks after birth ah, other than that why, ah, there was fo~r 
of us ah, my sister's name is Constance, ah, Josephine Brown, 
she is, now her last name is Estep and she's in a nnrsing home 
in the tri-state area. That sort of is the, ah, background 
of my father and my mother. They lived, ah, we were sort of 
rambling people I suppose. My dad was a trouble shooter, ah, 
for the coal companies along before hb werit into the field 
of investigation. Ah, Elkhorn Coal or Coppers Coal or 
Consolidation Coal would have a mine that ah the seam of 
coal was good, the water was under control, air was alright 
but they just couldn't get coal. Just couldn't get production. 
So my dad would be, ah, he was hopein like "I have a gun, 
will travel". Ah, serious so he had a staff of his own, he 
had Joe Thompson, my mother's brother who was one of the 
best motormen in the co.al mining business. Bill King, another 
uncle. of mine, married my mother's sister, and he was, he 
could pump a mine dry with pumps that just wouldn't hardly 
work, he was just extraordinarily good ·at pumps, timbering 
and ah, ah, doing general maintenance around the mine. 
Another uncle of mine was Clay Parsons and he operated the 
tipple. He could get coal, ah, out of the cars into the 
tipple better than most any man because there was usually 
a backlog of cars that they couldn't get dumped so that cars 
could get back into the mines. And when my father went to 
a ~ine that had these production problems, why, he always 
i 
took this crew of people with him. So he had a slogan that 
he used always that (Chimes in background) I would never ask 
a man to go into a place and work if I wouldn't go there 
myself unless he was rewarded extra for that work, compensated. 
This created problems with him for coal companies because he 
would turn in extra time and on some occassions he was 
discharged for what the cnmpany said "overpaying" the people. 
But in ah a few weeks at a mine operation why they would 
be a very noticafule increase in coal that was not being 
picked up in the mining. {Chimes stop ringing) You know, 
the locations of mining by a couple of motormen that he had, 
Joe Thompson's one. The mines were, pumps were running 
constantly. And then he had a shop foreman or two that he 
usually took along. So, his staff of about 8 9r 10 people 
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were key people in coal mining areas. And since they didn't 
have a union at that time then he could move in and these 
men then moved in and they would each take another man and 
start training him on the efficent way that they were operatrung 
the mines. So in a short time why co, ab, Consol, Elkhorn 
Kentucky, Elkhorn City, Kentucky and other areas, ah, their 
coal production would start booming immediately. So, I 
believe that we moved about an average of about every year or 
about a year and a half all during my life, from one coal 
camp to another coal camp working under similar circumstances. 
And
1 
pince, ah, Consoliclation Coal Company wasa big big 
I 
company and so was Elkhorn Coal Company. And they seemed to 
have a lot of problems with their mines so if he was in Haman 
Kentucky they would say, "Well Browne, when you get through 
here we want you to go back to Leture County. And we want 
you to go " to Mac Roberts, Kentucky, and so on. So, ah, sort 
of, ah, I had a lot of school teachers. Visited a lot of 
coal mining camps, met a lot of people and was generally, ah, 
sort of, ah, (PAUSE) Well, you know, when a new boss's 
son comes into a camp you know there's a resentment there. 
And my mother always insisted that I dress up and look, ah, 
(chuckles) a little bit nicer than, ah, a lot of the other 
students. So as a result I had to fight my way, you know, 
in and out of almost every school that I went into. So, it's 
not like where you're in a town and you go to school for years 
and you become aquainted and your parents become active in 
PTA and that type of thing. 
BS: Ah, two questions that you've raised for me so far. I 
believe that I'm hearing you say that your father's experience 
in the coal business, of being a miner himself (Mmm hmm), 
was really the key to his whole security business later? 
CB: Mmm hmm. Right, right. 
BS: o.K. And the other then ±s, the family situation that you've 
been describing sounds incredibly chaotic to me, coming from 
a more stable situation, (MMttl Hmm) Did you feel that you 
mis.s .ed out on anything? Or was that just, 11Well, this is 
the way I grew up"? 
CB: No, I don't, ah, I don't feel that I missed out on any 
particular thing. I think, probably, this was one of the 
best things that ah happened to me, because this prepared 
me to live in almost any kind of an environment. Ah, I never 
ah, felt that I was in this particular place and had a fear 
of going to another place. I've never felt that I, that 
this was the only job that I could do. I've always felt 
that I could do anything in the world that I wanted to do 
if I re a,l ~ .y wanted to do it. And every job that I have 
taken I've made a game out of that job. I never looked at 
the clock. I never looked at the, ah, hours that I worked 
or what not. I looked at how can I do trris job better. And 
I think that this was the ah ah main contributing factor in 
iU 
the fact that I lived in so many different areas, met so many 
different people, had so many different adjustments to make 
that finally you are, that you can just adjust to almost 
any type of thing. 
BS: When did you dec.ide that you wanted to follow in your fathers' 
footsteps? 
CB: Well, my ah in 19 and, 27 I guess it wa~, ah, 28, ah, my 
family moved to ah they first came to Charleston. My uncle 
and he opened a detective agency there. It never became well 
known but he did ah some work there. And then my father came 
to ah we moved to Huntington 1929. Now, during ihat period 
I 
I 
of time, why my family checked the Ohio Valley Street cars 
here, the transit system locally. They would have two men 
on a streetcar and, ah, my, they would have operatives, men 
and women. And they would get on the streetcar and they 
would check how many people got on and where they got off 
and whether they put the money into the meter or whether 
the, ah, ah, man collected the fair and gave change and 
gave them ah transfer tickets and so forth. And they made 
ah, reports on each trip that they made from Huntingbn to 
Ashland, or where ever they, where ever the, ah, area they 
were checking. And at that time they also checked Greyhound 
Bus lines between, ah, different cities. In other words, 
between Huntington and Columbus, Ohio. Ahd, ah, so I, you 
11 
know, constantly heard the family talk about this. And, ah, 
knew how they did the thing. And while I, ah, that was not 
a part of mine, I have checks from Greyhound Bus Lines for 
them since we opened in the business. But this was my 
father's operation at that time. So in Nineteen forty, ah, 
nine, ah, in, ah, Charleston, my uncle came there and we 
opened National Service Bureau. National Service Bureau 
was more of a detective type of operation than ah what I 
have here or had here. He conducted, ah, domestic investi-
gations, and, ah, child custody cases, marrital problems 
pr~ncipally. And at the same time he had a small patrol 
i 
service that he operated in Charleston that checked stores 
and places of business during the night. And ah he provided 
guards, we provided guards, well, my uncle. When I say 
he I meant my uncle, ah, and I, provided guards for the 
old civic center there at, ah, shows that they would have, 
trade fairs and that type of thing. Our guard business there 
was, ah, principally connected with the chemical truck lines 
in Nitro and St. Albans when they were on strike, that we 
would provide guards for them and, ah, so forth. They 
never, we never really got into a lot of annual contracts 
there. It w~s more of a call up type. Principally 
investigations~,,~s the basic part of the business. Ah, and 
financing that operation there why, ah, I ran out of money. 
I was financing the thing. And I had to go back on the road 
...... 
so I have followed the field of selling and during that 
period of time I was a manufacturers representative, ah, 
covering 22 states for (Celhra (?) ) China Company, 
230 5th Avenue, New York. And my job there was to train 
people ah in houst to house selling and we sold, ah, house 
to house companies like the Senac Company and Madison's In 
Incorporated and, oh any number of compan, F.J. Quinn Company 
in Columbus Ohio and so on. We would sell them a transport 
truck ah loaded with ah melimac accident proof dinnerware, 
which was made by American Signamite Company. And I worked 
for ah Brader over, ah, owned that company at that time. 
\ ' 
. i 
(Celbra ?) China Companyo 
BS: Would you spell that Brader for us? 
CB: B-r-a-t-e-r. Brater 
BS: O.K. 
CB: Erwin Brater. I believe it, B-r-a-d-e-r, excuse me. 
Erwin Brader. And, umm, f~n1 my work in the Charleston -
Huntington area where I won a couple of sales contests. 
Then he offered me a job covering, ah, the state of West 
Virginia. And in 3 months time then he extended it out to 
other states and I finally wound up with 22 states. Ah, I 
built a multi-million dollar sales business in the south for 
him where he had practically nothing before I started. And 
this, ah, was, ah, carried out by way of home shows. In 
other words, at the home show in New York we would hold, ah, 
a show there along with other merchandisers at the Hotel 
New Yorker. The home sales companies would come in and we 
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would contact 'em and "wine I em and dine ' .~em' 1 ana ah, we sold 
them on the basis that, ah, if you will take fi,000 or 10,000 
of our sets of cookware or our ah dinnerware, we'll ah consign 
it to ya on the basis that we will sell it or take it off 
your hands. Principally by training your people because we 
want you to become repeat customers, not just a one time 
thing. So, from the home show then they would book me for 
say Columbus, Georgia with ah home furnishings buying 
sy~dicate and ah I would have them run ads in 5 of their 
I 
stores in,· saJ/ Columbus, Georgia. And on a weekend all of 
these people would come in. We would have a dinner and a 
sales meeting and I would get acquainted with them. And then 
we would set up, I will be at your store in Thomasville, 
Georgia on Monday and I'll be there with ya fa~ 3 days. I'd 
like for ya to arrange for me to ride with 3 or 4 of your 
collectors. We'll hold a m0rning sales meeting and an 
evening sales meeting. And my theory was - - You can do it. 
Let me show you how - - so we would go out to the accounts 
that, ah, the -:clOlJlpa:l!}y had, low balances. And normally we 
would ah make around 20 to 30 sales per day, sometimes more 
than that. This would be adding on 50 to 60 dollars worth 
of our merchandise. It only took just a few minutes to go in 
and make a demonstration because this was accident proof 
dinnerware. We could take it and throw it ~ al l over the house 
and it would pile up ina corner and it wouldn't break. Well, 
you could break it but normal slamming it on the floor wouldn't 
break it. (PAUSE) So during this period of time then why, 
ah, my uncle wanted to go into the detective business, open 
a office there on a partnership basis which we did, 50 - 50 . 
BS: Let me interrupt you (Yeah) for a minute here . You mention 
coming to Huntington in 1929 with your parents . 
CB: Yeah, well then 
BS: And then you 
CB: We 1went back to Kentucky . 
i 
BS: You went back to Kentucky . When were you working as this on 
the road salesman? years and . 
CB: Well, that was during the early ah 30, let's see, I guess it 
was, ah, about 1940. Ah, when I started with, ah, ah, the h 
house to house business . Prior to that time I had been with 
ah, Moskins Clothing Company, a trouble shooter for them . 
That was a credit clothing company . And I moved all around . 
I worked Buffalo New York and Burmingham Alabama and while I 
was in Burmingham I handled a radio program there for Lipsits 
credit Clothing Company. Ah, my, or show on Sunday nights 
following waiter Winchell. 
BS: What do you me handled? You were host? 
CB : Yeah, I'm, I wa~, I was the, Yeah, I was the host of the show, 
yeah . And . . . 
.l.:, 
BS: Ah, ah, like in Ed Sullivan kind of show only radio? 
CB: Ah, well, we had, ah, I had the, ah, they called themselves 
the Dixie Choral Singers when we, ah, when, when they came 
to me for an audition. Prior to that time we handled a 
Clum Nemo type of show. This was j u:3t, ah, a:ti, top band 
music, dixie, ah, you know kind of basic Duke Ellington, 
Lionel Hampton band music. And, ch, we would, ah, promote 
events in their local areas ah, this was in the '40s. And, 
ah, 39 and 40 I guess it, •• 40 (CHIMES START RINGING 
AGAIN HERE) I guess it was. And {pause) it, ah, (CHIMES 
STOf . RINGING) it developed into a real good show because 
I came out with, ah, some stuff that had never been used on 
; ~ 
radio, some ly~ericf. Ah, one Sunday I was, ah, my daughter 
Delores, ah, was little, about a year old, a little over a 
year old and ah I had a merry, a mother goose nursery rhyme 
book and I'm reading these nursery rhymes to her. And 
suddenly it hit me. ~hese nursery rhymes would go with my 
show. So I took ah the nursery rhymes like, ah, Mary had 
a little lamb, it's fleece was white as snow, everywhere that 
Mary went, the lamb was sure to go, where did Mary go, why, 
that's simple. She went to Ligsits Credit Clothing Company 
at 106 N. 19th Street, Burmingham where she could dress up 
with no money down. And then Hey diddle diddle, the cat and 
the fiddle, the cow jumped over the moon, ·Everybody's jumping 
with joy because right now you can buy men's suits for $39.95, 
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extra pair of pants for $5, at a dollar and a quarter a week. 
That's at that (Genuine Gentlemen?) of Credit, 
106 N. 19th Street. 
-- -(BOTH LAUGHING) ---
(BS - laughing) That type of thing. 
BS: (Laughing) I think we're going to run out here . Let me 
turn this over . 
Side 2 
BS: So what I'm hearing is, you really didn't follow precisley 
(No, no . ) to the business (no) of your father, you held 
a varying career. 
\ ~ 
i 
CB: No, because there was a void between our trip to West Virginia 
then back into Kentucky and, ah, in which I didn't follow 
either, it was, ah, well I, you know I wasn't old enough at 
that time prior to, ah, 1928 when we were here really to do 
much. 
BS: How did the family survive the depression? 
CB: Well, my father had saved up some money from his work, ah, 
as both, ah, you know the coal mining work and so forth . He, 
he was paid very good money . He, the ~rs I'm speaking of 
now, he was mine foreman, superintendant and so forth for 
coal companies. And his pay was about four to five hundred 
dollars a month and they furnished his, ah, house on the hill, 
you know, it was the boss's house with, ah, all the frivolities 
that went with management nhere. And we came to Huntington 
and shortly after we arrived in Huntington, my mother had a 
stroke and her left side was paralyzed and it didn't take 
long until Dad's money was gone. And then we had, ah, 
kind of a tought time. During that period of time I worked 
at Western Union Telegraph Company as a messenger boy. 
Became sargent here in Huntington over 22 messengers and ah 
then from there ah, I answered an ad at Kibler Credit Clo, 
Kibler Clothing Comp:any on 9th Street. That was a factory 
owned chain of stores. They sold cloth craft clothes. It 
was a good suit for 15, 20 and 25 dollars. And, ah, so there 
I 
I, ah, became a salesman there. And I think a very good one. 
And from there then I transferred to Moskin~ Clothing Company 
and then from there I went on the road with them to, ah, like 
I told you to Buffalo New York and other areas. My job there 
was if, somehow I, I've always wound up that, ah, I guess 
through my talking that I could solve problems. So if they 
had a credit problem at one of their stores in Burmingham, 
they they would send me down. My job there was to to in and 
get collections. After you, your collections start coming in 
then your accounts begin to disappear so then you needed a 
drive to get new business. So, ah, I had two phases. I had 
to know very well how to stimulate collections and how to 
stimulate sales. And you don't do them both at the same time. 
When you're working on collections you get very tough. When 
18 
you're working on sales you turn on all the personality that 
you've got (laughs). Get on the telephone, send your out 
mail, go and visit the people, talk to them, and when they 
come in make them feel like a king. You know, 
you got after me some time. ;, I'm sorry about that. I want 
to appologize about that. You know we made some mistakes 
during that time." And, ah, so on. So it was, ah, it was 
a good field. I enjoyed it. 
BS: Did you, ah, serve in the Armed Forces during the war? 
CB: No. No, ah, I guess probably the pressure of the jobs I had 
at ,t _hat particular time. i was having some stomache trouble 
and they, ah, checked me at the Hatfield Memorial Hospital, 
they used to be on first street, and they found that I had 
ulcers they said and that, ah, ah, they told me, as a matter 
of fact, that if I dian't back off and forget about carrying 
all the responsibilites of everybody on my shoulder that I 
probab.lly would live a year or two years. (Sighs) And, ah, 
I, they quoted me the price of an operation, I didn't have 
the money for the operation so I didn't have it. (Laughs) 
Well, I'm still living and all the doctors are dead. Ah, 
and of course I, I've never backed off from the serious 
approach that I've taken to whatever I have done. I have 
done it in a very dedicated type of way. Hard hitting • 
. 
BS: O.K. So now we're up to your, your Uncle I believe you said 
wanted to go into a (Yeah) partnership? 
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CB: Herbert Brown, yeah. So we opened National Service Bureau 
in Charleston. I dealt with that some. And, ah, then 
during the financing of this thing, because it takes a lot 
of money, we did a lot of professional shopping there. This 
is where you will, ah, ah, a merchant, ah, will want you 
maybe to shop 10,or 15 or 20 of his employees. So you will 
go into the s~bre and, ah, you'll ash questions and a couple 
of your people will e~entually wind up at the place and you'll 
ask, "How much is this bottle of perfume?" "Well this is, ah, 
12.50." And the other person then over here starts and we 
don't know each other there. "Ah, how much is this ah 
compact?" "Well, this is ah 9.95 . " So we both wind up by 
buying the item and laying down the exact change and saying 
"Well I can take it this way just give me a bag." And you 
walk out. You don't wait for a receipt. The cash register 
time, you notice the cash register what was your last purchase 
that you made or if someone was there before you and they 
bought something then this is incorporated into your report. 
Before me a lady bought X boxes or whatever it happened to 
be at a price of so and so. I laide down, ah, twe, 10 dollar 
bill, two 1 dollar bills, one 50 cent peice, one quarter, 
(laughs) a nickel, and three pennies~ making a total of so 
forth and so on. And, ah. left. And then you give a 
description of the person. She was a woman about 27 years 
of age, black hair, wore glasses, wearing a brown two p ,±ece 
suit, and, ah, very nice, very curteous, knew her business, 
very professional or didn't have time for me, impatient, I 
stood there for 15 minutes before she would wait on me 
because she was talking to her boyfriend. Whatever took 
place professional shopping. Well, you would sometimes 
spend 8 hundred, 12 hundred, 15 hundred dollars into the 
shopping process. When you completed this and you returned 
the merchandise, with a bill, to the company, well this 
sometimes took a month to get your money back. Because, ah, 
they would check the thing at the end of the month they 
would send you a check back if it was a out of state chain 
\ ' 
I 
store sometimes it would be oonger than theat before you haa 
your money back. So our money cash flow was not very healthy 
at that time. And in financing this, why I sort of got in 
arrears with my bills. And there was enough coming in for 
one family to live comfortably but not enough for two to live. 
So I told my uncle I'm going back on the road. So I did. I 
gave him my stock back and, ah, went on the road and in about 
a year or so then I had built up enough of a little (laughs) 
nest egg and I decided well, I'd like to get to go back and 
get in with my uncle again. So when I went back why they, 
he'd, they didn't want to give me my stock back. They said 
Well, ah, you know, any how they didn't give me my stock 
back so I said well I'm, I'll go down to Huntington and open. 
So I came here in 1959 and opened National Detective Bureau. 
(sighs) First thing we did here was to open a patrol account. 
Ah, we got 2 or 3 accounts in, ah, Guyandotte and then some 
down here. In the meantime I was still selling on the road. 
During the day I would be out selling but then I was also 
selling accounts. And after a period of time then I had 
accumulated enough, enough accounts that I could, ah, go 
full time for this. And then we started running an ad in 
the paper. I wnet to the Huntington Publishing Company and 
at that time there was no personal column in the paper. It 
was, you know, all these other heads and the advertising 
page. And I asked 'em, I want, I'd like to run and ad and 
siJn a contract for a small ad but I would like it run 
under personals and you have no personal culium, column. So 
would it be possible for you to put a personal column in 
your paper? (Laughs) And they said yes they would. So I 
started an ad - - If you need prrof, call National Detective 
Bureau - - and my phone number. So, from this ad why we 
received calls from all kinds of people. They needed proof 
about stealing in their store, which I was familiar with. 
They wanted to know what their truck drivers were doing out 
on the road, were they, ah, delivering thar, spending their 
time as they should be or were they going home; We found they 
were doing all kinds of things. Ah, we're doing, ah, resturants 
ah, they were going through a lot of soft• dirnks and a lot of 
beer, and they wanted to know if the waitresser person was 
carrying it out of there or what not, so here we wnet shopping 
again. Ah, we would, I would go into a resturant and watch 
the cash register. And, ah, I would order something and the 
first thing you noticed the waitress was putting dollar bills 
and change on top of the cash register, not ringing it up. 
Well, we kept a record of, ah, where this stuff was going 
and how many customers were in the place at the time and a 
general description of the people there, ah, sort of a 
little line of what the conversations generally were. Some-
times you'd find that the waitress had a guy at the end of 
the bar and she kept giving him beer and he wasn't paying 
for it. She was giving it to him. He would need a packager 
of ciggerettes and she would give it to him and collect no 
money. Ana she was sometimes feeding him sandwichs. So 
this all went into the reports. This accounted for the 
shrinking inventory and for the lack of money in the beer and 
so forth. When there was a certain amount of money on the 
cash register she would ~o over and ring up, say a dollar 
10 cents and put the rest of the money in her pocket. Instead 
of ringing it up. Professional shopping. So the little ad, 
if you need proof, was the only ad that we ran and we ran 
this for probably 10 or 12 years in the paper. And as a 
result of this then we became, ah, very important investigators 
for J.J. Quinlan -and, ah, Quinlan, Nelson "& Williams, their 
firm. We handled a lot of domestic matters for them. We 
handled cases for Beckett Burford and James. Ah, murder 
case or two and a lot of other particular cases. All types 
of investigations. Insurance claims and ah so on. We added 
a staff as we, ah, came along. We had some people that we 
would use just on a certain type of investigation cases. And, 
ah, we used a lot of women. Ah, We found that women make 
better detectives than men. Most men probably wouldn't 
like to hear that but it's true. From ou point of view. 
Reasons are, you could take the average female operative and 
put her in at, at the table in a banquet or a party, Christmas 
pa~ty. And like most wives they watch everyone that comes in. 
Two days later you could raise a question, "You remember that 
blonde?" "Oh, yeah. You mean the bleach job?" ah "You mean 
the one that had the shoes that was out of style?" (CHIMES 
RINGING IN BACKGROUND) Women have idea, have a very good ~ 
mental recall. Much much better in my opinion than men. 
Because the men are looking at the form of women and their 
beauty and, ah, so forth and women are looking at them from 
a critical point of view. How much did she pay for the dress, 
ah, did she do her hair herself, and this type of thing. They 
can remember telephone numbers better. They can remember an 
automobile, a scratch on the back or a decal on the back and 
license numbers. And, ah, so our staff of people during the 
field, during our time of investigations were, we were very 
heavy with women operatives . And they're very good in court 
too. Because when you have a trial why v..o men are quite 
often believed more than, I thing quite often more than some 
men would be under certain circumstances. 
BS: When your staff was growning because of the demands for 
your services (Mmm hmm), were you able to recruit locally 
and train locally? 
CB: We did. Yeah. 
BS: What kind of a process was that? 
CB: Well, when we, ah, there's large numbers of people who want 
to µea policeman but for any number of reasons they can not 
be . It seems that this is a field, ah, maybe its because of 
the many years of television programs of, ah, you know, Johnny 
Dollar and all of the old, old Detective programs that used 
to be on the air and everybody wanted to be a policeman or 
something. So, it seems that when you would tell someone 
that I'm a licensed detective, ah, "That's interesting, how 
do you get into that? That's something that I've always 
wasnted." Well, you know what you' re looking for. You know 
that you're looking for a person that has the patience of 
Jobe. You can not hire someone who is impatient and who, ah, 
bores easily with, ah, dragging time. You need a person who 
can sit down and, ah, make that evening a productive one in 
your report. If you're staking out a home and so on, if the 
lights come on you need to put the time the lights came on. 
If a car comes up and someone goes in you need the license 
number of the car, the color of the car, the make of the car. 
If a cat walks across the road, if an engine, train passes you 
want to clock the time that train went by, passenger train 
or coal train. If a fire engine or police cruiser comes by 
you want to document this in your report because this can all 
be proven to your client. It shows them that you're there. 
That you're on the job. You need a good car driver. A 
person who can travel a hundred miles an hour, sometimes 
drive in the dark, and, ah, you need a person who can sort of 
blend in with a crowd. That is not, that normally doesn't 
dress in a flashy fashion like I quite•. often do. You need 
a person who can just blend in and not have any outstanding 
characteristics about 1 em that would seperate them from 
someone else. So this meant you didn't want someone 7 feet 
tall. You want an average build person of average features. 
But someone who could get details. Well, usually, if you took 
a person out with you your first trip or two you could 
determine whether they were going to do it or not. If they 
got tired, if they had to go to the toilet 25 times during the 
night, every time they opened the car door the light come on, 
then this person's gonna blow their cover there immediately~ 
So there is a lot of things that you look for. And while 
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you're with this particular person, well there's that black 
cat walking across the road, put it in your report, put the 
time down. And, ah, the car going up the street there, get 
the license number when it comes by, car left house number 
so and so at, ah, 3:15 a.m. So, ah, with this kind of 
working side by side with a person from morning till night, 
they were able to, ah, take your method of trafuning and some 
of them came out with their own ideas that you learn from 
them you know. Ah, if you told, if you had a man operative 
there and you told how about getting out of the car and going 
over 1to that house and seeing if there's a window open if you 
i 
can look in. Well, ah, (Chuckles) that's kind a bit risky to 
get out in some neighborhoods and do that. If he was afraid 
to do that then you didn't want that guy. You had to have a 
guy that would, ah, foalow through. So you need a guy with 
courage, a g~y with a little bit of adventure. Or a woman 
who ah wasn't afraid of somebody coming up to her car and 
dragging her out. And you wanted someone who had, who was 
mentally alert and could record and could remember and take 
the notes there and tell exactly what took place, filling in 
the missing parts. 
BS: So there was no formal classroom or anything like that? 
CB: No. Ah, ah, Not exactly. We helt, ah, we held meetings about 
once a week with our people and we compared . the work that 
we were doing. If we, we were always working on several 
different cases and by this famliarity with a case then if 
one of our people was on a case here and the other group was 
working on another case and that vehicle passed then they 
would get on the raido and say, 4-0-2---4-0-7, ah, your ah I 
just saw your friend pass. Ah, which one was that? Well we 
had our codes that we would give th~~ license numeer so if 
anyone monitored our channel they wouldn't know what we were 
talking about. 5 o if this operative was over here on something 
that they could back off from, then they came over and picked 
up the case that was active and went on with it. So sometimes 
i 
we would have stakeouts going 5 and 6 at a time here in the 
area. And so one operative who was familiar with the general 
type of case that we were working on then we woulc rotate them 
from one to the other so that in the event of a court case 
coming up, if one person was sick, or out of town or someone 
quit that, ah, you had enough; ah, information from your 
various operatives that you could go and present a good case. 
And if all of 'em were free then if you walked into the court 
with five operatives who had worked on that case --Impressive. 
Very impressive work. Yes, I was on oh Thursday, a~, at, ah, 
9 till 2 a.m. and so forth and I was on the following, ah, 
Wednesday and yes I picked 'em up at so and so and they went 
to the motel and this type of thing. 
BS: Your training was almost the same thing too on job experience. 
CB: Right. 
BS: Have you ever gone to any academy, anything like that? 
CB: No. No I belong to World Association of Detectives and we 
formed the West Virginia Association of Investigators here 
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in Huntington. This was, I think, in the 50s. I now belong 
to the World Association of Detectives. This organization is 
very difficult to get in and, ah, not to many, ah, private 
detectives, quote unquote, could qualify for membership. Nor 
could they attend the seminars because they're held in various 
parts of the world. This is, ah, from these ah conventions 
tha~ they hold, they usually last for a week. Ana these 
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seminars, they're, they're sort of open sessions in which you 
get in and you can raise all kinds of questions that you may 
be having in your area. You'll find that there's a lot of 
qualified people there. But mainly this is important if you 
need to know something you can pick up the phone and you can 
call Burt Hines in Cincinatti, Ohio. And if Burt is not, ah, 
able to handle it himself, he'll tell ya to call Rockchester 
New York or call someplace else to someone who is skilled in 
that particular type of thing. So, then there, to the, ah, 
world association why, ah, they have operatives all over the 
world. So from them there's a great source of professional 
knowledge from, ah, people that's been in the business all 
their lives in every part of the rountry. · But I found that 
I don't believe really that, ah, a person can walk out of 
Marshall university or the University of West Virginia with, 
ah, a certificate there and can get out and just use that 
alone and be professional. Because they're not being taught 
by people in the field. They're being taught from texts, a 
lot of it. A lot of it being taught by people in the field 
like Marshall here, I teach a class wi'lh the Criminal Justice 
department. And here I'm dealing with actual everyday thing 
not some writer who wrote this in New York or someplace else 
or some fiction writer who was able tcyead some books and 
some
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essays and do it. Ah, I believe that field training, 
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on the job, ah, by people who want to do it, is the best 
training. Ah, a lot of people are under the impression that 
police officers, whether city, state or county, make good 
detectives. Normally they don't. It's an entirely different 
world when you're ah with the city and you can walk up and 
flash your badge and you've got city Hall to back you up. You 
got a whole police department that you can rely on to spot the 
cars. But when you're working as an individual you rave no 
back up. You have only yourself. You're like a gorilla in 
the fi~ld. And you must locate that car. You must be able 
to cfuock it. You must be able to anticipate, ah, where they're 
gonna turn. You have to have equipment that you alone can 
follow that car all over , t;.he lot without being detected. And 
this is one of the most difficult things that there is to do. 
So this requires a little initiative on your part. You have 
your dash fixed up so that you can turn the night light out 
after you pass around a corner, looks like you stopped. So 
that car sees two headlights behind him for three or four 
blocks then suddenly you go around a turn you no longer see 
that car but a car comes out with the left headlight out. 
(Laughs) And then you have two lights you can turn on and th 
then, ah, two lights off. So that by changing the lights after 
dark you're able to ah quite often throw the person off. You're 
look~ng at one car and the headlights alway~ look the same but 
one's up a little or out a little or something about 
headlights that you can usually tell if it's the same car. 
Distance apart and so on. (Pause) So in my opinion I don't 
think you gan get this training from a book. (pause) Ah. 
When you're ah, ah, following a car and a guy doesn't want you 
to follow him, you can give all kinds of methods in books to 
do it but get out and try to do it in an automobile and it's a 
different ballgame entirely. And a l lot of this you have to 
learn to do yourself and it's very difficult but it can be 
done. In interviewing people and, ah, going in and taking a 
deposition from a person, ah, you can't go in and say I'm 
from the police department. You can't always go in and tell 
who you are so sometimes you may go in as ct salesman or what 
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not if you're expecting to buy something from that particular 
person. That would be, ah, from the warehouse. How do you 
do it? How do you, how do you know it's the same item? How 
does management know it's the same television that, ah, came 
from his store? And these are all things that you have to 
learn in the field really. and if you goof up well of course 
you're going to have a dissatisfied customer. If you're 
successful then he'll reccomend you to his other people. 
BS: About how many detectives have you had, say as an average or 
a norm over the years? 
CB: Well. When we were active here we had, ah, when we were in 
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the business we had, ah, as many as 12 to 15 operatives that 
we could assign to a case at one time. Although they may be 
working on 7 or 8 or 10 cases at the same time because all ah 
investigations the person doesn't always do the same thing 
every day. Usually there's one day a week in which they have 
free. Or one day a week in which, ah, ah, the investigation 
centers on. And of course then you assign this particular 
person to 'em and, ah, if you're going to, ah, follow that 
through then sometimes you'll put 2 operatives on it. We 
usually charge for 2 operatives on most of our cases. The 
reasons for•.that, ah, would be that, ah, two people knows the 
general MO, method of operation, ofthat particular subject. 
Ah, for instance an internal pilferage thing where, ah, the 
warehouse man may be loading ah television sets an extra two 
television sets on the truck. And he may go up to a place 
and drop those television sets off. they would not be listed 
in his cargo. The question is, what is he doing with 'em? 
Then it means that once you know that bhis is taking place 
then you want to drop off at that particular place to see 
who comes to pick up the merchandise. 5o if there is two of 
you on the job then the other one goes on through with him. 
And then you stake out this particular place to see who comes 
and picks up the box. that may not be until 2 o'clock in the 
morning and maybe it's a place where you can't park your car 
so you may have to go over on (CHIMES START RINGING IN 
BAC~GROUND) a hillside and get in some bushes and watch that 
place, ah, for 12 or 15 hours without food. Without bathroom 
facilities and so forth. It's not an easy thing. It's a 
very difficult thing if you do it and you do it to do it. You 
know, you do it and you want, you've got to want to win that 
particular case. (Mmm hmm.) If you're working 8 to 5 and 
you're gonna flop. Now, ah, police cruisers, officers, 
we got fine officers all over the country. Good officers. 
But most of them are under close supervision from their 
communication headquarters to tell them to go here, to there, 
do that and the other. And your detectives go out and work 
on cases and they really are under so much pressure that many 
of them can not complete the investigation. They'll get out 
and write a report on a burglary, bring it back and turn it 
in. And, ah, that ends that to some extent. Ah, they start 
working pawn shops and so forth but it's not a dedicated effort 
on one particular thing like a private detective can do. We 
give our undivided attention to one particular thing. Not 
the whole problems of the crime picture. 
BS: If you don't want to answerethis question, by my guest to 
refuse to answer but, what is the basic cost over years? 
You don't have to tell how much it cost you today (AH) but 
say, when you started what did it cost for your services? 
CB: WheQ, . ah, when we started it in, ah, in 1959 
I 
BS: You were saying 6 dollars an hour. 
CB: Ah, first when we ran the ad in the paper, we were unknown. 
(Mmm hmm) And, ah, I think at that particular time that, ah, 
most, ah, a lot of the agencies were charging 25 and 50 
dollars a day. It depended upon, ah, the agency. Ah, at 
Charleston we charged 12 dollars an hour for work we did 
before I came here. I cut the price because I wanted to get 
volume business and I figured that if they're going to call 
an unknown person without credentials here, I didn't have a 
lawyer that I handled a case for, and ah I had to prove that 
I was a good detective and I had to get business. So that 
was the price that I charged to start out with. And I 
usually set a minimum of 4 hours so we would charge 25 dollars. 
Normally. And, ah, for that 4 hours that we put in, many ti.mes 
we put in 8 or 10 hours on the case. Because, ah, if I felt 
that I could handle it I misjudged my time quite often. I 
didn't want to call the people up and tell 'em I'm sorry, ah, 
but I had to go over on this particular thing. So many people 
ah, had their cases solved and was prepared to go to court for 
25 dollars. Now once I had handled, ah, a few cases here then 
I went to 12.50 and hour. And, ah, then, ah, ah, our business 
kept growing because then lawyers were referring, ah, all sorts 
of <;::g.ses to p~ us. Ah, for instance, ah, a couple of cases that 
might be of interest. A lawyer called me up and he said, ah, 
"Would you come up to my, ah, office? I have a case here that 
I don't think you can do anything with. but my client feels 
that they want to make an effort on it." So I went up to a 
law firm on 9th Street and there was a gentleman there and he 
said, ah, "This is Mr. Browne." He said, "He's been handling 
quite a number of investigations here but I, I don't think he 
can find out anything about this one here. I just don't think 
that there is a solution to it." He pulled out a letter that 
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was written in Nineteen and twentyseven. It was a sort of a 
will on here. And, ah, it was signed by some party at 291 
Front Street. No city. Now, since this letter was written, 
and this was about Nineteen and probably 61 or 62, why the 
years had passed. The handwriting indicated that the person 
probably might have been a senior citizen, aged person because 
of the, ah, nervousness of the writing. They wanted to know 
if I could locate the person. There was a lot of property 
involved. Real estateo A lot of property involved. In order 
to, for this property to be, ah, passed on to the heirs or to 
be handled, ah, the court needed to locate the person and 
verify 'bhe will. Or they need to come up with a death 
certificate of the decedent where he or she may be. So they 
asked me if I could locate this and I said, 11Well, I cb n' t 
know. That's kind of a tough baby to handle but I'll try it." 
So he said, ''What do you think it' 11 run?" And I said, "Well 
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I woilild say it will probably run, I may be able to do it for 
a couple hundred dollars. It may run more. But I think 
probably I could." "Well how are you going to do it? How 
long are you supposed to take?" The lawyer spoke up and said, 
"In other words you went u:s to give you 200 dollars now?" I 
said, "Well, I would like 200 dollars up front." He said, 
"Do you mind telling me how you're going to handle it?" I 
said, "No. I don't want to tell you how I'm going to handle 
it. Just leave it to me and let me see if I can't handle it." 
Well, I got the case. I signed my contract which stipulated 
that this was the amount and I would not exceed that amount 
until, unless I would contact them back and:.stibriri.t my activity 
reports and etcetera. I then began to look for, ah, a 291 
Front Street. The man said that he believed that he worked 
for a gas company. They didn't know, ah, it was written on 
the back of a, of a store letterhead but there was no town 
on it. Handwritten will. So I called a friend of mine in 
Fairmont because they had a Front Street there. And United 
Fuel Gas and so forth went through and so I asked him to 
look back in his old tel, criss cross telephone books and see 
if he could find the name. Then I began to check credit bureaus 
all over the lot. I called, ah, United Fuel Gas and Columbia 
Gas and I found a foreman (chuckles) here in Huntington, who 
thought he remembered a man by that name who went to Columbus 
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Ohio'. So I made a trip to Columbus, Ohio. And I went tot he 
credit bureau, found in the library an old city directory at 
that particular time. The street had been just about torn 
down . There were no houses there. And I found someone that 
lived at 291, whatever the street was, but it was the wrmng 
name. So, ah, I went to ah Columbia Gas and talked to them 
and asked them if they had ever had someone there who worked 
by, who worked for them by this name. And they said they 
didn't recall, it was a younger staff, but they had an older 
man out there who might know. I went out and talked to him 
and he remembered him. (Chuckles.) We made contact that he 
had transfered from here to there. In the meantime he had, a~, 
left Columbus and moved to California and they understood that 
he had died. So then we contacted, ah, this town in California 
and asked for a death certificate during this particular period, 
did they have one? We received a letter back saying no, they 
had no, they had no death certificate for him at that time. I 
then went after the woman that he had married and I found that 
the lady had been from a little town outside of Columbus. We 
started over there. And we found her. She was still living. 
He had died in California. She had brought him back and her 
father was a president of a bank. And he was btlrried in the 
town. Right outside this little town. 8 0 I gave the lawyers 
my statement, ah, a long lengthy report of what I had done. I 
thin~ .I charged them 500 dollars and something for the whole 
case. Ah, that was a lot of work that was done onthis and I 
was real lucky because normally your chances are about 99 to 
1 that you couldn't locate someone on a Front Street. Ah. 
This helped me quite a bit in the field of investigation because 
the lawyer was very openly. He said, "I didn't think anybody 
co, could do this." He said, "I've been working on this thing 
for about 5 years." And he said, "I couldn't come up with 
anything." He said, "You just did a bang up good job and I want 
to thank you for it." So they were able to, he went over then 
and took a deposition from the wife of the decedent. got a copy 
of the death certificate and they were able to settle the 
property. Ah, that type of thing. Then we raised our rates to, 
when we went out of business our rate was 6D dollars an hour, 
two people.7 
BS: Does that include expenses or is that,just the top amount? 
CB: Plus expenses. Plus what we called out of pocket expenses. 
That would be, if you're in a night club and your drinks or 
your parking meter, your telephone calls or your motels and 
so forth. Yeah. We were very expensive. But we, we won 
almost all of the cases that we were on. We were selective 
somewhat in our cases. We wouldn't take, ah, a lot of cases 
that, ah, we felt we couldn't solve. And if we felt that they 
would be ex, you know we always explained up front that, ah, a 
rough, ball park idea of what you' re what, what, what is 
invqlved and about what your expenditures will be. Well, if 
we're lucky we may be able to do it here. But we had a hard 
and fast rule - - we never padded one of our reports. When 
we came in with a lunch ticket it was a lunch ticket. And 
we didn't go out and eat T-bone and sirloin steaks. It was 
usually what the average person would eat. A hamburger, a 
co-cola. That type of thing. So we didn't try to, ah, rob 
a person on it. We were able to keep very very busy with our 
exorbitant rates that we charged. Ah, they were, they were 
high. So, ah, we had many cases that, ah, ran 2, 3, 4, 5, 6, 
7 thousand dollars. Investigation cases. Ah, then, ah, along 
the, ah, ah, we had the patrol was going very well. We reached 
a number of two hundred and seventy some patrol accounts. We 
had 4 uniformed men on the streets at night. Radio dispatchedo 
one checking following the other one on :t.ahe routes. No one 
was providing this kind of, of service for the people. Ah, 
we were able to, ah, aide the police department in getting 
windows broken and doors repaired and, ah, vehicles parked 
39 
in a better area, working very closly with the police during 
this time. First it wasn't friendlY:i There was some hostility 
there because they felt we were getting over into their 
department. That this was their street and they were there to 
protect it. And they didn't need any door shakers out there 
doing it. But, ah, after a lot of years why then we were 
accepted on the streets. We became friends and buddies. I 
met .O,ttie Adkins out there on the route when he was a police 
officer and we became friends and we're still very close 
friends. And that frienqship developed on some darkened streets 
from his cruiser an my cruiser and we compared notes. And they 
helped me in maBY ways and I helped them. We were backups on 
many times (CHIMES RINGING IN BACKGROUND) when they had 
problems. 
BS : When you talk about being out of the business now, does that 
mean that you're out of the un, the plainclothes and detective 
business? But you're, (No, no.) What did you mean by that? 
CB: Ah, we, ah, let me explain another thing before I get on to 
that. 
BS: O.K. Sure, go ahead. 
CB: Ah, we, ah, while we were working with the · investigation end 
of the business and this resulted in to some, ah, you know the 
cash flow was fairly good there, and the patrol was making 
some money, ah, at the meantime we had one or two guards. I 
think we got, ah, our first guard contract along about 61 or 
62. And then we, ah, were able to get Kerr Glass. This was 
around the clock, ah, a guard job there. And we were able to 
clear up a lot of problems that they were having. And they 
had a lot of them there that, ah, their security couldn't 
solve and we did . We were able to work closly with management 
and to eliminate a lot of problems. Ah, · then whl3n the job 
corp opened, ah, Huntington Women's Jop Corp on 9th street, we, 
ah, \landed that cn ntract and then with Ashland Oil. And, ah, 
I 
and, ah, oh I don't know. You know, all over Holly and so on 
and so on, to where we reached a point that, ah, we would have 
sometimes as many as 40 or 50 guards in operations. And we 
had the Department of Mental Health with guards in Weston and 
here and ah, ah, guards scattered all over:.the .. lot . Our policy 
with the guards were that don't take a guard job unless you 
can give good, close supervision . Guards themselves need close 
supervision . If you don't watch them very closly i they'll 
report to work without a tie, without their shoes shined or 
sometimes brown work shoes and a black uniform. Ah, a dirty 
shirt, hair not combed. And, ah, sometimes, JJI.~ybe, after 
they've had a drink with a breath of beer. Maybe they went 
to a beer joint and had 'em a beer before they went to work. 
These are things that we would not permit. We would discharge 
a person for that. Still do. Ah, we want a person to report 
for duty neat, immaculate, clear, with one thought in mind, 
doing your job here. And you don't dring for 8 hours before 
you come back on the job with us. That's a hard and fast 
rule. So our guard business became, ah, a very good business. 
And then in 1970, ah, I realized that crime was reaching a 
very high proportion and was going to take off like a rocket 
to even greater heights and we began to look into the electronic 
field. And in Montreal, Canada at the World Association of 
Detective convention I saw the system Multraguard, M-U- L-T-R-
A-G- p ~A-R-D. Multraguard, an alarm system. It's what I had 
I 
been looking for for 2 years. A system that was different 
from any other alarm system on the market. Very sophisticated 
and expensive. Well, we than set up the second corporation. 
That was National Central Alarm Systems. Two companies. One 
competing with thet other. One electronic the other man power. 
When we had reached, ah, a couple of hundred alarms, then the 
field of investigation became one that we knew we would run 
into problems with down the road. Ah, and it happened. We 
were, we took an investigation case and we wound up with, ah, 
a male. Ana it happ~ned that this male had a patrol contract 
with us. Well, we had taken the woman's money for the 
investigation. We had the case ready to go to court. We 
did go to court. We lost the patrol contract over this. Now 
J 
while we made a little bit of money off the investigation, we 
lost an account that we had had for a lot of years. And, ah, 
ah, we didn't, we didn't want to loose that, but neither did 
we want to take that woman's money and lie to her and say we 
didn't come up with a case. So we had a conflict of interest 
here. We didn't have an agreement with the, ah, patrol account 
that we would not conduct investigations. So at that time then 
we notified the law firms, took our ad from the newspaper and, 
ah, we then began to turn down accounts. I'm not sure but I 
believe that ah I believe that the last year that we had 
worked in the investigation, I'm not sure I'm just ballpark 
\ ' 
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figure, I think that we did something like 70 thousand dollars 
in investigations that year. And it was a half-hearted year in 
investigations. So, to the person who, ah, we still do, ah, 
we will still place undercover operatives into a place of 
business. We have uniformed security officers, male and 
female. And, ah, we still have the patrol. And~ ah, now, 
and the Central Alarm station where we, ah, install alarms, 
monitor the alarms, and service the alarms. And, ah, 90 
percent of our alarms are on a lease basis. We don't sell 
alarms. Sometimes we do. Very seldom. All of .our alarms 
are like telephones, we charge an installation for them, a 
monthly rate. And we're on the job 24 hours a day monitoring 
those alarms. That girl on that alarm has · one thought in mind-
--protect that property. Whether it is a home or whether it's 
a place of businesso So really with our growth, one of the 
things that helped us to grow was that of the, ah, field of 
investigation. Child custody and, ah, divorce cases. Ah, 
that was what we put on the shelf and ceased doing. And, ah, 
some of the people that we hired, ah, went with other companies 
and some of them retired and some got into t other fields and so 
on. 
BS: Has this, the detective aspect of this business when it was 
going good. (Mmm hmm) Was it ah, a consistent money maker? 
Or w~s there times when you had ta in fact lay off detectives? 
i 
Or did it just kind of cruise right along doing nicely for you? 
CB: Well, that type of business is a feast and a famine for most 
companies. If you're hiring strictly, ah, detectives and, ah, 
you're waiting on that particular case you can have periods 
when they will have nothing to do and no income coming in. It 
doesn't mean that you don't have cases coming in to court and 
so forth, because they are going in and out of court all the 
time. So yow~~ust keep those people. So we had, we were 
able to during those particular periods of time some of our 
female operatives we dould bring them into the alarm business 
and use them here or we could use them, ah, in some of the 
guard shops. or we could do them in professional shopping. 
You know, different types of things. But if you're only in 
the, the, ah, ~ust the investigation end of the business, ah, 
then you can have terrific months of business and then you 
can have zero months. I don't mean a whole zero month but 
you can really hit bottom here. And it's very difficult to 
stay into that unless you, ah, really do an awful lot of 
promotions and you've got lawyers that you're working for. 
And, ah, so on. If you're good in your field, if you're real 
good in your field, most of the time, ah, you will have cases 
that's going, some of them drag out for a long period of time. 
An hour here and two>.hours there. Ah, we always st, steared 
cle~~ of the way that the average detective quotes you the 
rate today because to us it didn't work out in most cases 
and your client lost in the deal. When you quote a hundred 
dollars a day or two hundred dollars a day or whatever plus 
expenses for your rate or 50 dollars a day whatever it is, most 
of the time you're, you don't know what part of the time of the 
day you're going to be there. You may be there on that case 
only one hour. And if that person goes home you have reason 
to believe that they're going to be there, then it's no fair 
to charge your client for 7 hours sitting out there watching: 
when you know nothing will happen. So this is why we went 
with the -heµrly rate. If we were on the case an hour or an 
hour and a half, that's what we charged them for it. And I 
don't kno.w of anyone else that does business that way so that 
that seperated us from the, from the other things. The lawyers 
particularly liked our way of operating because if they referred 
one of their clients to us, and they did a lot of them, they 
knew that, ah, we charged for our work but every hour of our 
time was accounted for in our reports. Our report would start 
out at 7:55 left the office. Arrived at the place at, ah, 8:20. 
Subjects car parked in front of the property. And, ah, so 
forth. Stake out was set up at so and so. And then when the 
vehicle moved then we were after it. Where it went and, ah, 
continuing minute by minut~ or every 10 or 15 minutes reports 
whe~e he went and what she did and where, who they talked to. 
And if they went in a resturant, what they ate, who they ate 
with and, ah, so on. A detailed, very descriptive report of 
whatever they did. 
BS: Did you have, at any time with the detective business, 
meaningful competition in Hun~ington? 
CB: Oh yes. We had tough competition. Ah, when we first opened 
here in the city, the Huntington Research Bureau was in 
operation here. Ah, the Huntington Research Bureau was run 
by the Chief of Police of Huntington. And it was, ah, run, 
well, I better not give you his name but it was run by the 
police department and about 5 or 6 police officers. 
BS: wait a minute now. You're telling me that appointed officials 
working for tax payers ran, were moonlightlng running a 
Detective Agency? 
CB: Well, yeah. And, umm, if I called up to get a license number 
I couldn't get a license number. But because this was, ah, 
run by police officers then they could, ah, they had access 
to, ah, a lot of information that I .couldn't get. And if we 
were on an investigation out on a case, well one of their 
cruisers would come by and run us off of the place and make 
a big 11 tado" about it. And we were 
BS: So your undercover observation was blown? 
CB: Right, right. So, ah, ah, ah yeah. We had tough competition 
at that time. Ah, we, ah, ran into problems with the Milton 
Police and with the Huntington Police and, ah, so forth on, 
\ ' 
on a lot of cases. We just backed off. You know, when you're 
you can't fight City Hall here. We didn't need them at that 
time. I mean, we were not concerned with them. We d~dn't 
feel that we needed to go and ask them for any particular thing. 
And, ah, and we were hired by our client. We were licensed by 
the state and bonded by the state and cleared with the state. 
And we were bonified, authorized, qualified, licensed people 
to do our job. And we strongly resented any interference from 
anyone. Well, this organization didn't last very long because 
they got taemselves into some problems and they broke up. And 
later I hired one of their police officers who was with me 
for about . 10 years, ah, who did my polygraph work here, Erris 
Fry. So ah 
BS: What was that name again? 
CB: Eris Fry. 
4/ 
BS: Could you spell that? That's, that's a first name and a last 
name? 
CB: E- R- I - S, F- R-Y. Fry. 
BS: O.K. 
CB: Ah. These were, by and large, honest men. I would say they 
were all, they were all good police officers. I have nothing 
bad to say about them. Ah, my problem with them at the time 
was that, ah, I don't believe that, ah, I believe there should 
be seperation of state (chuckles) between, ah, religion and 
i 
state . And I believe there should be a seperation of, of 
functions from the private detective field and the police field. 
I think that, ah, ah, I work very closly with police officers 
and we're still in competition with police officers here. Police 
departments are moonlighting now in jobs taking private security 
jobs that, that really, they, they can carry a gun and we can 
not carry a gun. And, ah, so this makes it unfair competition. 
Can you shut that off for just a minute? 
BS: O.K . Ah, could you give me a few reasons why you think that 
your detective busines~ and then as it branched off or went i~to 
the direction of patrol busines& was successful here? 
CB: Yes. Number one, ah, I don't think that I could have started 
the alarm business in 19 and 59. I think this was a question 
that took some steps to reach that particular thing. Ah, the 
investigation field that we did open the door to meeting and 
knowing a lot of lawyers and a lot of business and professional 
people here in town. A lot of them, ah, judges and, ah, juries 
and so forth. The guard end of our business opened up the 
industrial and commercial and the retail field for me. rt 
made me a very well-known individual because I was not a 
person that wore a policeman's uniform during the day or 
preached or sold pots and pans or did this. ·f was totally 
dedicated to the security field. And, ah, each field that I 
did,, I think, contributed to the overall security picture that 
people have of us here now. The people that I meet on the 
streets now that we handled investigations for remember it and 
they run up, "A lot of winters gone by Colonel since you 
handled that investigation for me. 11 And so forth. Ah, 11 I 
remember the days when I'd meet your patrolman up there." So 
there's memories here. Our patrol's still going. Everything's 
still going except the detective end of the business. The, 
that one facet of it. The, the, ah, human or personal 
relationship which amounted for, into divorces and family 
squabbles and child custody and child abuse. That end of the 
thing was tae part that we dropped. In my opinion a good 
detective agency could open up today and if they would look at 
the client and look at the solving of thei~ solution of that 
particular problem, and try to win every case you go after, 
even if it meant you're sacrificing some time of your own. 
They could be highly successful. But if you charge, ah, ah, 
a daily rate, and you get out and you burn it up and the 
customer or subscriber's paying for a lot of money and not 
winning a lot of cases, then you will not be successful. 
Because that person can, a case that you win can bring you 
10 or 15 new cases because one sad wife talks to a lot of 
other sad wives. One arrogant husband or depressed husband 
who, through his fault or no fault of his own, as a marriage 
has proken up, he's talking to other people with similar 
problems. If a detective agency go, does, goes out and does 
a real bang-up job, in spite of the fact that it goes against 
that person, he will recommend or she will notice the 
professionalism in which the case was presented. Photographs, 
the time, the confidentiality of the thing. And it finally 
reached a point- with our investigations where we had very few 
that we actually went before the judge with. Because when I 
would walk into the courtroom, why some of the lawyers would 
come over, "Colonel are you on this case? Are you, are you 
here on a case today? if "Yeah. 11 "What case are you on?" "I'm 
on etcetera, etcetera.'' "What kind of a case have you got?" 
"We've got it. We've got it." "Are you sure?" ''I'm, we've 
got it.'' "Who's the lawyer on this, you know? Let's go ever 
JV 
and talk to him. 11 So they'd go over and chat a minute and 
say, Coll&-i hubisfi_.l_'-1_37 ____ ~-' "Would you mind showing me a 
photograph?" So, I'd hand the case to my lawyer and he'd 
take out a picture and show him. Well, that case didn't go. 
- End of Interview I -
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HOWARD R. BROWNE, 90, of Culloden went home to be with the Lord Jesus Christ 
August 27, 2003, in Hubbard Hospice House, Charleston. Funeral service will be 
conducted at 2 p.m. Saturday, August 30, 2003, at Christ Temple Church, 
Huntington, with Pastor Chuck Lawrence officiating. Burial will follow in White Chapel 
Memorial Gardens, Barboursville. He was born June 29, 1913 in Bell County, Ky., a 
son of the late Oscar V. and Nora Thompson Brown. He is also preceded in death by 
his sister, Constance N. Estep. Mr. Browne was the Founder and CEO of Nat1onal 
Detective Bureau, Inc. and National Central Alarm Systems, Inc. He was also a 
member of the Huntington Lions Club, the Huntington Rotary, Good Sams Club, 
Cabell-Wayne Association for the Blind, World Association of Detectives, Inc., and 
the Huntington Chamber of Commerce. He is survived by his wife, Gladys L. 
Postlethwait Browne; two daughters, Dolores L. Means of Nitro and her late 
husband, Everett W. and Connie N. Smith and her husband, Terry of Zephyrhills, 
Fla.; one son, Howard R. Browne, II and his wife Barbara Jean of Hurricane; 12 
grandchildren, Monae Breece of Akron, Ohio, Marc Finney of Burton, Ohio, Matthew 
Finney of Milton, Howard R. Browne, Ill of Cross Lanes, Phillip M. Browne of Cross 
Lanes, John D. Browne of Hurricane, Christina Hodges of Hurricane, Tina R. Weiss 
of Misawa, Japan, Amy 8. Hayton of Baltimore, Md., Terrie Leigh Henderson of 
Zephyrhills, Fla., Joshua A. Smith of Zephyrhills, Fla. and Cynthia Christman of 
Akron, Ohio; and 17 great grandchildren. Friends may call from 6 to 8 p.m. Friday, 
August 29 at Christ Temple, 2400 Johnstown Rd., Huntington. Heck Funeral Home 
is in charge of arrangements. 
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of --~H=u=n~t=i=n_g-t~o_n~· _____ , County of Cabe 11 , St ate 
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to the James E. Morrow Library Associates, a division of 
Th e Marshall University Foundation, INC., dn educational and 
e l e emosynary institution, all my right, titl e , interest, and 
\ ' lite~ary property rights in and to my testimony recorded on 
___ ]2ecember 6 , 19_1Ll_, to be used for scholarly 
purposes, including study and rights to reproduction. 
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BS: Todays interview is ·with Colonel Browne in. -his business, 456 
Washington Avenue. Todays date is December 6, 1983. This is 
Bob Sawrey, I'll be doing the interview. O.K. Ah, could you 
give me some idea of the relationship with your detective 
bureau to the general community and how you, ah, have been 
perceived in the coummunity? 
CB: Well, ah, in 1959 when I, ah, came to Huntington and opened 
up with our patrol and with investigations, of course I was 
practically unknown even though 1 had lived here since 1929, 
left 1937, came back in 59. I've always been in and out of 
Huntington because it's such a beautiful town and I have a 
I , 
i 
lot of friends here that I've had over the years. Ah, when 
we opened the detective bureau like all new businesses you're 
always held at arms length until you prove that you can do, 
a, a good job at what you're doing. And of course we were no 
exceptions. We started in with just, ah, a case every now and 
then. Usually a divorce case and, ah, we worked very hard at 
that and then, ah, as we would go into court, why lawyers began 
to take note of the fact that we had done our homework very 
well. Ah, I would say it took probably 3 or 4 years before 
we were really accepted into the community. rt took longer 
than that for the pol~ce department to accept us because we 
wore a badge and they wore a badge. Some of the police officers 
all duriQg '. the . period of time had been moonlighting and engaging 
themselves into the same field we were in. Ah, for instance 
the, some members of the Huntington Police Department, at 
that time, opened up the Huntington Research Bureau which was 
a polygraph business. And, ah, one of the police officers, 
well, they finally went out of business and we bought their 
polygraph equipment. That was in the mid 60s. (Clears 
throat) Ah, but the investigation, the investigative end of 
our business was, ah, one that is, mmm, difficult to start. 
Ah, it requires long, long hours of, ah, sometimes almost 
the impossible. You run into people who are, who are having 
mental problems. They think that someone is coming in to 
\ < 
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their home at night yet all the doors are locked and someone's 
cutting up their panties or they're trying to poison the food. 
And, ah, it takes quite a while for a person to be able to 
seperate fact from fiction because these people are very 
sincere. They know it's happening to them and at first you 
may take a case of that kind believing that maybe it's a 
member of the family. Well, after a while then when they 
start their usual line of, ah, impossible deeds why, you 
back away from that because, ah, we've never, never, I, I've 
never felt good about taking money from someone and finding 
out they had a problem. You know, it was a mental problem 
but you couldn't recognise it at first. Husbands sometimes 
would agree with them, etcetera, and other ·members of the 
family. But bonified investigations, ah, it didn't take long 
until we sort of became a household word. We would go into 
court, there would be a number of lawyers there and th:¥ would 
come over and say, ah, 11 Hey Colonel, are you on this case?" 
''Yes, I am. 11 "Have you got your case?'' "Yes." Ah, "Who's, 
who's the lawyer?" We'd tell 'em and they'd go over and 
we'd show 'em some pictures and that resulted into a settlement 
out of court. Ah, then we s, we had the patrol going at that 
time and this was a very monotonous thing. You start checking 
a piece of property from about dusk at night and about every 
hour or so on an unscheduled time you check. And the first 
I 
thing you know we had 25 accounts. This gave us a little 
fixed income a month. And we eventually wound up with, ah, 
close to 300 patrol accounts and 4 patrolmen. Now, when we 
had reached this point along with investigations, then of 
course we knew almost everyone in the city. Business people 
a lot of them on a you know very, more than just, more than 
just the patrol thing. Christmas times we were invited to 
their parties and, ah, some social activity although we've 
never been social crashers we've never, we, we always had so 
much work to do. And then we opened into the guard business. 
And we, ah, I think we had a contract with D & E Tool during 
the strike, and we put in an alarm for them later. Ah, 
missing merchandise out of plants we placea·undercover operatives 
into the plants as janitors and they began to keep their eyes 
and ears open as to ah what was going on and how they were 
getting it out of the plants. And then the job corp center 
opened on 9th Street and 4th Avenue in the old Govenor Cabell 
Hotel. And they brought 367 women I believe it was f~om 50 
states here. These were not white, middle class, Christian 
people they were all religions, all colors, all nationalities 
and mostly from the bottom of the economic ladder. Many of 
them from homes that could never afford for those people to 
have a physical examination. Mostly young women who had 
them come by the dozens who had never been to a doctor in 
theif. life. And the job of becoming a sort of a parent to 
these, the overwhelming majority of our students there were, 
ah, were black minorities and, ah, since they had led lives 
of ah, practically no control at all at home they were on the 
streets. Many had been picked up for or 
prostitution or other charges. Ah, they were difficult to tell 
them to go to bed at night at 9 o'clock or get in the room at 
9 off the streets. So, through the guard business, the patrol 
business and investigations then we became active in the 
chamber of Commerce and other civic organizations and then we 
became known generally here. Ah, 
BS: Could I stop you for just (Sure.) one second and ask 2 qr 3 
questions? What was precisely your relationship to this job 
corp thing? 
CB: we had, we were in charge of total security there. The, ah, 
job corp center was run by the Xerox Corporation. They had 
the contract to, ah, handle the project. 
BS: Now this was a training project? 
CB: Yeah, it was a, yes it was a training program for young women. 
And, ah, this required a lot of, ah, of very very hard job of 
selling this to Huntington. Number one, ah, we contacted all 
of the ministers here through the, ahd, I think at that time 
they set up the first Ministerial Association here. 
BS: Now by you, by we did you mean you? 
CB: I h~lped. I helped with ••• 
i 
BS: You helped Xerox? 
CB: Yes, yes. Well I did whatever was necessary. I went to place 
of business after place of business because they would not 
admitt the, ah, negro girls into their places of business. 
At that time, ah, they didn't want 'em in to eat. Ah, we had 
a lot of problems with a resturant on 9th Street, they'd want 
to run them out. The girls would, ah, go into a tavern, they 
were from other cities where they could go in .and have a bottle 
of beer and sit there and talk, and as soon as 2 or 3 black 
girls came into a resturant why~~~h, they came up and started 
some trouble and told them to get out. Ah, and it was my job 
to go and see that this barrier was knocked down. I made some 
enemies here in Huntington. They felt that I had abandoned 
Huntington and had joined in to degrade Huntington's morality 
I suppose. So I would go into a resturant that had refused 
to serve them and I would tell them, identify myself, "I'm 
Browne. I'm in charge of security for the job corp. It's a 
government program and, ah, I think that you may have knowingly 
or unknowingly, you're doing something here that could create 
a problem for you and for me and probably for the city. I 
don't think we need any adverse publicity about our relationship 
toward anyone who comes here. Now any of our students who 
come to your place of business and request service, they're 
not asking for charity they have money to pay for whatever 
I -
i 
they wish to buy . If they're unruly, if they happen to be 
drinking or they're disorderly or they're doing something that 
is unusual, here's my card . If you'll please give me a ring 
I'll come and I'll take the girls out of here and I'll see 
that they don't come back. And I will assure you that you 
will have no trouble from our women. But now as far as you're 
concerned, Sir, if this occurs again then I'll have no other 
tecourse other than to, ah, make reccomendations that other 
agencies step in. Because you're discriminating against our 
students. They're visitors to our city." And some of them 
told me to get out (Laughs) and that they wouldn't handle 
them again. And I said, "Well I' 11 just have to report this 
to, ah, I'm receiving complaints from their senators from 
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Michigan, and New York, and from Il, you know, Illinois, and 
they want to know why their citizens are not welcome in certain 
places of business. It's not my job to, to correct this thing. 
It's together let us do this. 
BS: How long did that project run? 
CB: It was about 4 years here I guess. And, ah, we had 367 young 
women. Ah, we, I, I think that ours was probably, ah, one of 
the top training centers in the United States. We were able 
to place, I think 40 or 50 young women in police departments 
over the country. The Xerox company hired a number of the 
corp women and they were transferred to Rockchester and to 
\ ' 
I 
their other facilities •. Ah, we were able to place, ah, 
trainees in the Huntington Store, Anderson Newcomb, Smart 
Shop, ah, I believe it was the Smart Shop, I may have mentioned 
a store that didn't, that you ~now didn't hire 'em but we 
placed them for on the job training. We had, ah, several of 
our corp women that worked in the Huntington Police Department 
in the dispatching unit (Chimes in background) and other areas 
of the police department. Ah, in Huntington Hospital and 
Cabell Huntington and so forth, our corp women were training 
as, ah, nurses or aides or whatever qualifications they may 
have . Ah, they were working in other offices as, ah, filing 
clerks and studying typing and secretarial work, etaetera. 
So we had this job of going in for the first time and getting 
them to hir~, ah, black negros, as I've always called them 
(Chimes stop ringing in background) that's not the word that 
they use now but negro to me is, is you know. But anyhow we, 
we were able to do I think an outstanding job. Now, we had 
a lot of trouble here, I suppose it wouldn't be any more 
trouble than you would have under similar circumstances with 
people from up the laaaer somewhat. Number one, they came 
from big cities where they could roam or do whatever they 
wanted to do. Here we had strict guidelin~s to go by. We 
had shoplifting on the part of some of the corp women. So, 
it was my job to go to management and pick up the girl. If 
I -
i 
she was in jail, it was my job to go and make bond and to 
guarentee that this corp woman would be back in court. We 
had an incident or two on the streets where, ah, a very loud 
disturbance was taking place. Ah, I think it was on a weekend. 
And the police attempted to arrest one or two of the girls. 
Well, usually, when, if I could get there before the thing 
happended, I could get the girls back in off the streets. 
They would listen to me because they kn-ew if they were in 
trouble that I was, that I would take care of 'em . And I 
never lied to the girls. If I told them I would do something, 
I did it. On the other hand, if I told them I was going to 
see that they got, that they were sent back home, then I did 
the best that I could to get them terrninat~d and out of 
Huntington. If they couldn't adjust. So they had a lot of 
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respect for me and, ahd I tried to help them because I felt 
really that the job corp, that this would be the last chance 
that many of these young women would have for a chance ~fa 
better life for themselves. So, ah, the program, when, when 
the new corp women would come in then I had an indoctrination 
program that I told to them, I suppose that's the word. Because 
I would explain to them that there were certain rooms here in 
town, a hotel here that, ah, guys would come by and they would 
ah take them in for a coke cola and they wruld drop a pill 
into the drin~ and the next thing the gal was bombed and they 
woul;d · wind up and pull a train on her. • You know what a train is? 
BS: I'm not sure I follow that expression. 
CB: Well, a train is where 6 or 7 guys has one girl. (Oh.) And 
many times these were virgins. Many of ' these girls had no 
sexual experience at all when they came to us. Both white and 
negro. And they would wind up in a hotel and, ah, when we 
would finally get 'em back why they had, they had to have 
' 
surgery. Their uteruses were torn and bleeding and hemorrhaging 
and all kinds of things that had been committed to these corp 
women. So, ah, one hotel here in town, . ah, when we would go 
and ask them if they had one of our co~p women why they told 
us it was non~ of my business. Get out and so forth. So I 
told management that ah the next time tpis happened I was, 
would raid 'em. I would have the place raided and we would 
really start working on 'em . And he didn't believe it. He 
had a lot of political clout. So I went to judge ••• 
BS: Do you want to use a name there? 
CB: Ah, (chuckles) it was on 8th Avenue and, ah, between 7th and 
8th Street. 
BS: That shouldn't be to hard to figure out shoilild it? (Yeah) Yau 
let us check. (O.K.) O.K. 
CB: Ah, they had a lot of political clout here in town. Ah, it 
was mostly a black hotel. And, ah, they had, they could pull 
a lot of strings. And they had people who would, ah, get them 
off of almost any kind of a charge. So, I went to Judge, I 
believe it's Judge Daugherty Dor- tee 
! ' 
And I explained the 
i 
circumstances. That we had picked up girls from over here, 
ah, that some of them were borderline cases under age. And 
that they w~re there and 5 and 6 and 7 men. And they could 
call our ah, medical services and find out. That I would be 
glad to bring proof from St. Mary's Hospital and bthere where 
~ these girls had to have, ah, medical attention and pebhaps 
mental trauma may have damaged these women for life. And, ah, 
we needed, I needed his support. And so he assured me that 
the next time I had, ah, a thing of this kind that, ah, to 
call his home. gave me his phone number. So we raided this 
hotel and, ah, we got our corp women out but we also got 
another bunch of, you know, people out of there too. It was 
a quicky sort of hotel type of thing. And · there was I think 
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6 or 7 men had this one girl in there. And one after the other 
would, ah, proceed with her sexual, ah, activity. Ah, the 
other hotels here in town some of them had pimps who would 
come down and hang around the corner and, ah, as a corp woman 
would come out why they'd go over and talk to them about a 
25 dollar or 10 dollar or 50 dollar fee. And, ah, it was all 
kinds of people that were looking for, ah, sexual activity. 
The, ah, corp was placed on the corner of 9th Street and 4th 
Avenue. And, ah, large numbers of people would gather around, 
mostly men. Mostly men. And there, they were there to pick 
up girls every evening. Well of course we were not running a 
i 
penal institution. It was a school and an acredited school 
here. So then we took it up with the, ah, city council with 
Chief of Police Clinek and City Manager Ewing, at the time, 
and were able to pass an ordinance no loitering around a 
school. And, ah, that meant around our school; But of course 
that applied to all schools. ANd with this ordinance then 
we were able to dispurse the crowds. But when one of my 
uniformed officers would go out on the street and tell them 
"I'm sorry you can't loiter here. 11 And it would be 10 or 15 
people, or 25 people on this corner. Fifteen over here, 10 
over there, 20 over here. Huntington became a little bit, ah, 
upset over the moving of the black community downtown waiting 
for girls. It created a bad image. A very bad image. So in 
order to disperse this crowd then we equiped our people with 
cameras. And when we would get out I went over and talked to 
the people. I said, "I'll tell you what we're going to do. 
I may be right and I may be wrong but in any event I'm sure 
you won't mind your picture being made here. Now some of you 
people I know have criminal records. I know some of you 
because I've had relationship with you through other parts of 
our security business. Now we're going to start taking 
pictures here, anytime you come down here and start gathering. 
I'm instructing my security officers to come out and start 
taking pictures of youl I'll run these pictures past the 
I 
police department. And if any of you all (chuckles) are 
wanted for any particular charges then I can assure you that, 
ah, some effort will be made to get you off the streets. Would 
you cooperate with me and if you want to hang around and meet 
the corp women, don't do it here. It's a bad thing. It's 
creating a bad problem for us for the corp women and for the 
city of Huntington. So, ah, several people were arrested 
after we did that. Not as any frame up but because they 
actually were wanted. They had been out of town on charges 
of B & E and shoplifting and many· other charges. So we -were 
able to disperse this but to some .q,f the responsible people 
in town they resented this. They felt that they had the 
democratiaf right to stand anyplace they wanted to stand. And 
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if that meant a bad image for the job corp why that was something 
else. Now the corp women would be up and some of them were 
maybe doing a little flashing up there too, you know. There 
was always something going on here. So the job of security 
was, was really, ah, one that while I enjoyed it very much there 
was very little rest. You would be called at all hours of the 
day and night. The police had one of our corp women in Beckley, 
West Virginia. They had cut the hose off a service station. 
And we had them from Kentucky and Ohio and so forth. So I 
would go when these women were charged and then I'd have to 
take , the corp women back to the place on the time of the trial 
and plead their case. After this, ah, incident that I mentioned 
a moment ago of the large crowd that had gathered on the corner 
of 9th Street and 4th Avenue and the corp women were there and 
they wouldn't return to the hotel. I'm not sure. It was some 
incident thmt happened and, ah, one officer grabed one of the 
women and said, "Well I'm going to run you in. 11 And when he, 
ah, grabbed a hold of her and started to put her in the tack 
of the car, she happened to be a rather good sized young 
woman, and, ah, she began to fight him physically. Some of 
the girls could fight like a man fighter. I mean they were 
not, you know they were not that kind who cuddles and runs. 
And, ah, several other women ran over. So one of the police 
officers lost h;i..s gun and immediately someone took his gun. 
I-
Another one they ripped his badge off. And uniforms were 
damaged. And while they did arrest, ah, several of the corp 
women, about that time I arrived and they had already gone 
with these. Of course I couldn't have gotten them out anyway 
because this was resisting arrest and assaulting a police 
officer, etcetera. But we, I did get the other corp women 
back into the center and in with their councilers where we 
could talk to them. Very, very difficult and very emotional 
problem., Very explosive situations were taking place that 
could very easily have gotten out of hand. The trial came up 
and of course when I appeared here and talked to the judge 
i ' 
I 
about these unfortunate things that took place and, ah, we 
were doing our very best to rehabilitate people who needed 
help of not just one person but of the entire community and 
society in general in order to get them off of welfare. To 
get them into the job producing area. And that because of 
some of them stumble, stumbeled on their way of life and fell 
that you don't blame the whole community and you don't blame 
the whole population for this. We need your help. Now if 
you would, could see free to drop these charges the center 
has agreed that they would ship these girls back home because 
they've been in a number of other incidences here and, ah, we 
just don't have time or the facilities to handle them. So here 
I made some very, well police department very, resented very 
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strongly they said, "Colonel I thought that you were trying 
to help our city." And I said, "I am. I am. But I don't 
see anything ·:that we would gain by this. These women, to 
throw them in jail you are going to gain nothing. Ah, they 
have no money. If any money's forthcoming it'll have to come 
from us or from their pay. And they get small enough amount : " 
outside of a few iocidents of that kind why, we had the support 
of the police department. Generally, ah, they, they would -call me and tell me that cnrp woment was in orie of the places 
on 16th Street. And when you would go in there would be 2, 
3 hupdred people in there. And of course the police department 
i 
wouldn't go into those places unless there was 3 or 4 of them. 
And it was extremely dangerous to go in because there had been 
a number of killings in that neighborhood. And, ah, well of 
course I was armed but who could, you know an arm or a gun 
is absolutely useless in a crowa. So I would walk in and find 
my corp woman sitting in a both and I'd tell her,- 11 Come on, 
let's go." "I'm not :he~vi,n.t ." And then a couple of guys 
would stand up and say, !!You' re, . you' re not going anyplace. · 
You get the hell out of here. 11 So this was a question of 
really having to stand your ground and, and to make sense to 
the corp women. So I would tell her, "Now I came to take you 
out of here. I don't want to leave without you and I don't 
want to call up reinforcements to take you ·out of here, but 
BROWNE 16 
you're going back to the center. Whether you go back easily 
or whether you go back with force, it's up to you." And 
when one of those guys would step forward, "Now you better 
back out of this. This does no concern you. I'm dealing here 
with a, with a person who's under the protection of, of the 
United States Government. Job Corp is a, is, is a government 
funded institution and my job is to protect these corp women 
here. I want to go back to the city and I want you to back 
off right now. Don't get yourself into something that 
you' re gonna regret. 11 (Chuckles.) So, ah, usually I would 
explain to the corp women, "Now you're creating a problem 
where I can no longer defend you. Now I have defended you in 
the past. You're creating a situation now where I am going 
to have to take the other position. If you don't come with 
me I have no other position to take other than to reccomend 
that you go back home. If you wanna go home, this is an 
excellant way to do it. (Chimes ringing in background ••• ) 
But I wanna point out to you that you're, you're giving up a 
future here in my opinion. rt could be a lot better than where 
you came from." (Chimes stop ringing) And usually the corp 
women would come. I had a few skirmishes. A few where I 
was hit and where I hit back and, ah, these type of things. 
So in the black community I was generally very well respected 
by the ah people who was interested in the center here and a 
lot of 'em were. But to those who were looking after sexual 
activity or something else why I wasn't generally liked there. 
So, this sort of gives you and image of this. Ah. 
BS: Let me ask one other question and then we'll (O.K.) try to get 
to the alarm part of the business before the tape's gone today. 
You said that building credibility was difficult, building a 
clientel was difficult. Ah, in terms of money how difficult? 
Were you on the verge of bankruptcy, collapse or did you have 
a nest egg you were chewing away the first few years? How 
did that part of business work? 
CB: No. This just meant that, ah, that my wife and I and, ah, the 
... ,. 
people that we had working that we just\~~~ ) to work a lot of 
hours . We had no reserve to, ah, speak of. Ah, we just didn't 
have money to do a lot of things we, that we would've done that 
we do now, because income is here now. Ah, the job of, we 
went, our experiences were, were similar to every other person 
who goes into business. Ah, we would get a contract like at 
Kerr Glass for guards. That job would take up, ah, two months 
before we could come up, before we would receive our check. 
(Coughs) Excuse me. (clears throat) In the meantime we were 
deducting from their payroll witholding tax and FICA, and you 
know, the deductions. We were sending this in to the city and 
the state and the government. And, ah, many times during those 
areas why we h a d no money left for ourselves. So it was a 
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a question of, really, really rock bottom in order to do it. 
You just had to take investigations money and use it for 
payroll or, or, or whatever it was. we, fortunately, we never 
had to go to the bank and borrow any money. We were able to, 
ah, work it somehow through the patrol money or through an 
investigation or something that we always were able to meet 
payroll and to pay our taxes. Sometimes late but not on 
payroll. We always met our payroll on time, but to pay our, 
ah, other things we had they were sometimes, late. Ah,· the 
job corp helped considerably because it was, ah, this gave us 
a fi~ed amount and we had our check coming in. Then we got 
the contract at Kerr and, ah, then with Corigated Container 
Corperation and then Ashland Oil. Each of these jobs that we 
got required, ah, (END SIDE 1, BEGIN SIDE 2) our, ah, our 
being able, accepted into the community, I believe, generally. 
Well we were able to get contracts with Ashland Oil and, and 
ah contracts in Kentucky with coal mines, coal companies and 
so forth. Ah, many times we had to shuffle money from one 
thing to another in order to meet our payroll and to pay our 
bills. Ah, we handled a lot of strikes here in the community, 
Davis Fox. Ah, we -Mere backup guards for American Car and 
Foundry Company went in and assumed, ah, to supervise their 
guards and to handle back up problems. Ah, Owens Illinois 
Glass, ah, when they had, ah, Pace Security Company in there, 
O.t\UVV.L'll.t:, ..L J 
one of our competitors, and they didn't want to get out and 
protect automobiles, ah, jurisditional strike. Ah, many of 
these problems that we had, ah, resulted into, ah, rank and 
file probably who didn't like me very well. Because we were 
protecting canpany assets, company property. Like Ensign 
Electric Company where they broke all the windows out of the 
facility and, ah, they were shooting at our guards. And I 
don't know who was shooting. Someone was, And, ah, it's, ah, 
kind of a tough thing when you've got one guard and that one 
guard is not carrying a side arm but he's facing 250 or 300 
screr~ing (chuckles) men who are on the picket line. So our 
approach was a very simple one. Usually I would go to the 
strike scene after we had been hired by management and I would 
ask to speak to their strike, their business agent or the 
union representative and I told him 0 th,at ... , "We're not here to 
break your strike. It's not our purpose at all. We're here 
to protect this property. Somewhere down the line, tomorrow, 
next week, next month, next year, you will reach some sort of 
an agreement with management. And our purpose here is to see 
that this plant is intact so that once the settlement is made, 
you'll have a facility to return to work · in." But on the other 
hand if they wanted to get rough then we I told them, "Now if 
you want to handle it rough then we can be just as rough as 
you are. It's not my purpose. I don't want to hurt anybody 
and I don't want any of you people to hurt any of my people. 
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So I'd rather handle it if you want to come into the plant at 
any particular time, come up, any number of you, we'll permit 
you in. You can go and talk to management. Anyone who wants 
to return to work, that's a choice you make. But my job is 
to see that this facility is protected and I would appreciate 
your help, your help. You can make it any way you want :it." 
So after a period of time then the unions knew that we were 
not, we~were experienced in our business. We didn't come out 
there and threaten them and bulldoze them and, ah, bring dogs 
in and shoot at them and, ah, do the things that had been done 
by a lot of other, ah, people who had, who through inexperience 
had gotten into the detective or security business. While we 
were in, during the years that we have been here, there have 
been any number of agencies that have upened up and closed, 
opened up and closed, opened up and closed, gone out of business. 
Any number of them have and they still are. And, ah, many of 
these are people with a lot of experience carrying a badge. 
To be successful in the security business requires a great , 
deal of thought and a lot of good common sense. It requires 
almost a cast-iron stomache. You've got to have guts to back 
up whatever you start. And if you' re wishy washy, ,you start 
misrepresenting. You start taking jobs that you know you can 
not do. Then of course you're doomed to failure. Or, if you 
take the job and then fail in the middle and they have to 
change your company for another one during the thing, then of 
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course you've lost prestige. You have no reference to give. 
So credibility is, ah, a very important thing in this type 
of business because they're trusting you with, ah, property. 
They're trusting you with their facilities. They're trusting 
you with the values of the plant. And that you will not do 
some foolish thing on the spur of the moment and, ah, get 
involved into litigation and law suits. During all the years 
that we've been in business, ah, we never at any time had a 
situation where the plant was involved into any law suites or 
litigation because of our, whatever strength or force we may 
hav~ ~xerted here, ah, we usually when we came into a strike 
area or one that was violent, and we had a number of 'em where 
we had, well we had one where we had to carry our guards in 
by chopper. It was so vilent we c01ldn't go through the picket 
line. And we were inside and the guards were inside and they 
brought food in for long periods of time. But our guards were 
rotated every 12 hours. 
BS: Where was that? 
CB: That was Corrigated, that was at Calgon Corporation. 
BS: When (In Kentucky) can you remember when that was? 
CB: Oh, it was probably e·arly 70s, somewhere along there. Ah, so, 
ah. This plaries terrible stress upon your security guard and 
he walks around the back and saneone's shooting at him from 
across the river or some ohher place. Ana; ah, you have a 
very important facility to protect. You don't know what a 
stray bullet might hit coming in to the area. And, ah, so 
forth. So to maintain security in a lot of areas requires 
some expertise on your part. You have to know something about 
the facility. And you're constantly on the alert for people 
that might come across the river, swim across the river and 
come over and attack the facility from the back or you or 
your individuals or set the place on fire. All types of things 
can develop. So I'm very thankful that we were able to select 
manpower and through long talks of indoctrination, on the 
job, and before the job and during the thing, listening very 
car~fully to everything that took place and coming up with 
i 
countermeasures, sitting up radio communication in these 
facilities so they could. radio us in the event the telephone 
line was cut or something of that kind. So these are things 
that helped us in the detective business. 
BS: O. K. Are we ready to change the subject on to alarms? 
CB : E - ~--------- ------, whatever you want. 
BS : O. K. Ah, why don't we switch gears a little bit and go back 
and talk about how you initially got interested in the alarm 
business, (Yeah) is that what we want to call it? 
CB: Yeah, right. 
BS: And, ah, when that was. Ah, you showed me that old equipment 
that (Mmm hmm) has been around for a century or something I 
think you said, and talk about how maybe that was the first 
kind of system that you utilized or whatever. 
CB: No. I showed you that equipment because it was a part of our 
security system now. (O.K.) It's been upgraded since that 
time and it's good equipment. Ah, I suppose it was around, ah, 
65 or 66, 67 ah we noticed a spiraling of crime. Some people 
said it was because of, ah, the Vietnam War or the, ah, Martin 
Luther King, and, ah, you know everyone has his theory of what 
changed America. Where the, everybody wanted to do thier thing. 
But crime began to, ah, reach heights unknown to us before. 
Our patrol, our facilities were being hit in spite of the 
fact that we had 4 patrolmen. Two going counter-clockwise, 
two goi~g clockwise, and they were passing these facilities 
I , 
i 
about every 35 to 40 minutes. And in between our tours. we 
would come and find that a door had been ripped open and we 
had sustained a loss. Which meant that they were clocking us, 
the patrol. I'm talking about National Detective Bureau at 
the time. And we felt that we needed to upgrade our services. 
So we began to look for alarms. And contact, we made contact 
with a Demeo, and FBI Fire Burglery Instruments, and, and"I 
ah, oh, I don• t know. Qui te,;Ja number of, of alarms 1c.) lP • 
and several others. They sent us brochures and in some cases 
they came by and showed us their equipment. The equipment 
they, that we saw and the equipment that was available on the 
market was identical to the equipment that, at that time, was 
in the Huntington Police Department and the Sheriffs Office 
and the State Pol-ice. It was a perimeter type alarm where 
you would foil the windows and put a door contact on the door. 
But burglars were coming through the roofs of facilities and 
they were knocking holes through the sides of buildings, It's 
very easy to take a hammer and knock a hole through a cinderblock. 
You can be in to the building in 5 minutes. Or you can break 
a window and come in and most systems would no detect 'em. So 
burglary loss was very high at that time. This, I didn't feel 
that I could succeed with this type of equipment because the 
Huntington Police Department had, ah, 60, 70, 80 alarms, 
whatever, at that time and they made no monthly charge. They 
monitored these alarms free. You could, any alarm company 
I , 
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could run an alram in the police department, either residential 
-------·· 
or business, (Chimes start ringing) and they paid no monthly 
amount. Well to, for us to get into the alarm business, we 
couldn't operate that way because we were not, we had no 
federal tax money, city or state, to support us. (chimes stop 
ringing) We were free market people. Ah, and we knew we 
couldn't db anything about the city of Huntington. So we ~be~an 
to lo<l}k for a, ah, ah, better alarm. Not knowing really what 
we were looking for but something that was far superior to 
anything that was here in Huntington. Well I belong to the 
World Association of Detectives. This is a very prestigous 
organization of, ah, the top echelon of people in the security 
business, worldwide. Every place except iri the communist 
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countries, England, France, Israel, and so on, Ger many. Ah, I 
had been to a number of their conventions and in this, and on 
this particular one in Montreal, Canada, while I was there 
some fellow came in with a brand new alarm. And as soon as 
I saw it I thought - - My God, that's exactly what I've been 
looking for . This was a Multraguard MS2. Spelled M- U- L- T-
R- A- G- U- A- R- D, Multraguard MS2 . This was an alarm that had 
three ~~~:i;-.9...t_e alarms in one. It, in other words to, to 
explain it a little bit better; if one of the best alarm 
companies in the United States came in and put an alarm in 
you~ ,home or in your place of business and, ah, the system 
j 
would detect anyone coming through, and then we came in and 
put sound in there. A thing about, a little bit larger than 
a package, king size package, of cigarettes, a little thicker 
than that, that would pick up 5000 square feet of space. Very 
clear voice, ah, sound that we could pick up from the, from 
the protected site. During the demonstration, ah, the man 
there would stand and he would throw a penny with probably a 
hundred people there, clear across this meeting place and it 
would hit the back end of the building and when it would (a 
•snap" in background) it would tripper the alarm . And a yellow 
light would come on and the sonic would come on which meant 
that that penny, 50 feet from where he spoke would trigger 
the alarm. Well, I could visualize breaking glass a burglar, 
we could hear the gurglar . Someone who his in a building, we 
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could detect him there. We could certainly detect someone 
knocking a cinderblock, a ~hole through the side of the building. 
So I met with him after the meeting and talked to him and he 
said, ah, "If you're interested in the system you'll have to 
go to Hampton, Virginia." He said, "I can't sell you the 
1!!quipment. 11 He said, ''This is franchised equipment." And so 
forth. So I asked who had his equipment and he told:~e, ah, ah, 
Bowling Security in Columbus, Ohio and Calcram in Cincinnati, 
Ohio. Both had small budding central alarm stations with this 
alarm. So we came back home, ah, from the WAD convention, 
World Association Convention, and my wife and I then went to 
: ' 
i 
ah, Columbus, Ohio. Went in and of course, ah, Dick Mulling 
belonged to WAD, or had, _ he wasn't present at that meeting. 
and I asked · him about Multraguard. And he said, "Best thing 
that ever came along. Expensive, very expensive. But, just 
terrific. Requires a lot of attention in the central alarm 
station room where other alarms do not." Because you're 
there with listening constantly and on the move. The other 
systems you just sit and if one of 'em goes off you get a 
BEEP and you go over to it and you call the police. one person 
can handle probably, ah, 15 hundred alarms of the other kind 
like in the police department where it would take a number 
of people in a central alarm station with that many Multraguard 
systems. (Mmm hmm) so it was expensive. More expensive than 
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the other kind. So, we liked what we heard. So then we called 
ah, Burt Hines in Cincinnati, Ohio, he's the President of World 
Association, told him we'd like to come over and visit with 
and see his central station. "Well come on down. Come on 
down. 11 So my wife and I headed for Cincinnati. And he turned 
us over to his alarm people. I think at the time he had about 
12 MS2 alarms in. So I asked, "Could we go out to one of the 
protected sites and talk to the people there?" I had to be 
absolutely sure that this ala.rm was right. Because number one 
I didn't have, I knew it was gonna cost thousands of dollars 
to g~t in to the business. I knew it would take 8 or 9 years 
i 
before we would break even. rt would be a losing thing for 
that many years. Because when you sign a contract and you 
install your first alarm, and let's ay you're getting 25 dollars 
a month for that alarm, you must at that time hire 24 hour 
people to monitor that alarm. So it takes a lot of 25 dollar 
checks to pay for~ shift of monitoring, much less 7 days 
a week. Your lights, your water, your gas, your truck in the 
area, your installer, your troubleshooter, the expansion of 
your telephone communication system and so forth was a major 
mbve. Well after talking to Burt Hines and he was ecstatic 
about the thing, he said, "This is, this is really the 7th 
wonder of the world. It's fantastic. 11 So Al Slone, who was 
president then of WAD, said, "Let me call, · ah, Hampton, Virginia, 
BROWNE ;,rn 
let me make an appointment for you and Mrs. Browne to go down 
and talk to them. 11 (Pause) So, he got on the phone and called 
and told 'em that I'd like tocome down. They told us when to 
come. So on the appointed day we were in Hampton and we found 
that, ah, the company that owned this owned channel 13 television 
there. They owned, ah, a big cnncrete company that poured most 
of the concrete for Little Creek, the Navy bases and so on. He 
owned a couple of banks I think. He owned some peuter mines i in 
England. (Laughs) Tom Chisman was his name. Extremely wealthy. 
Tom Chisman had had an alarm in his properties there, which 
were, pretty vast, and burglars were getting in. And, ah, he 
began to check on them and found that they were not checking 
on his equipment. His alarm equipment had deterioated at the 
monitoring site. And he bought an alarm company and was going 
to make his own because he had his own engineers with the 
television station ana others. Ana then he found that this 
system wouldn't do what he wanted to do so he bought another 
alarm company. And was able through their patent rights to 
consolidate the two alarms and come up with a fairly decent 
alarm. And about that time two young men came out of service 
that had created the sonic system for the military and that 
was the sound preamplified listening 
device. So he bought this thing and made a deal with them 
that they would come in. And then he called his engineer 
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Chang and told him, "I want these three alarms merged together.'' 
(short pause) And they did. So it was a new deminsion entirely 
in to the alarm field. A holdup would come through not just 
as a tripping of the alarm but it would come through with two 
lights blinking back and forth, telling you that this was 
something very unusual. This was not just a door open or 
someone breaking the perimeter. This was, ah, ah, top priority. 
And if it was a holdup and they pulled the button and you could 
hear the armed man say, "I don't want to shoot you. Don't 
do anything foolish, give me your money." And, ah, the cashier 
we l;i~d instructed them to come out, "Look, please don't shoot 
me. Do you want checks? Do you want change?" Stall as much 
as you can but don't become hysterical. But telling us that 
'Don't shoot' was telling our monitor that the person was 
armed. That would let us notify the police and the police 
could be outside the building when the individual came out. 
That way they didn't go in and hostages and all tha-0ther 
things. Well this is sort of a little idea of the equipment 
that they had. So at that time I bought a system and, ah, a 
demo kit and, ah, so forth. About 5 thousand dollars worth 
of equipment. I had never installed an alarm in my life. 
(Laughs) Knew little about the electronic end of the business 
especially printed . circuit boards and resisters and diodes and 
all of the complicated things that this entailed. So, I took 
the,ir training course there and got my certificate for being 
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able to troubleshoot these alarms. Came back and I hired an 
installer. And we were able to install our first alarm. 
BS: Who was that with? 
CB: D & E Tool Company. And they, their strike, they had a 
strikebreak on, that I believe had been going on for 11 months. 
All of the windows were broken out of the building. The doors 
were torn down. They'd had a number of fires at this facility. 
And when, ah, they called up and said, ah, ah, "You've got 
an alarm. Could you put an alarm in your building?" And I 
said, "Sure." Well I didn't realize that the building was in 
suc\1 , bad shape. So we went down and, ah, I told him, "Yeah, 
i 
we can do it." He said, "Can you protect me with this?" And 
I said, "Well, we can do better than you' re doing now." I :;; 
said, (Laughs) you know, "Anything is better than what you've 
got now.'' So we :i.nstalled the alarm and up near the front of 
it ·we ·- pl•9,ced multrapnones al 1 over the place and all over the 
back. And this was at 17th Street west here. They had been 
set on fire several times. There were other buildings there 
that could have gone up in flames very easily. So he was 
concerned with that. And I think 3 days after we had installed 
this alarm, now that was the only alarm that we had in, 30 
dollars a month and we were paying a monitor 24 hours a day 
to monitor that one alarm, hourly pay. So this is what I 
meant by very expensive. You had to know -what you were doing. 
Or think you knew what you were doing (laughing). Ah, (clears 
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throat) we dispatched the police. We, ah, knew that someone 
. . 
was in the building. They got there and~, they picked up 
about 5 guys that ~ere in the building roaming around from 
the picket line. And, ah, I don't know, don't recall, this 
was, I think, 1971~ 1971 or 1972. Ah, maybe they turned them 
loose after telling them, you know, they're not supposed to 
be in there. But then about 2 or 3 days later, why, we dis 
dispatched again and this time they were, they were in the 
office, back in the back. So I think those 2 people they 
arrested. Well this gave us something to talk to the people 
about- the alarm business. We could tell them or they could 
call D & E and talk to them about it. Now, "Well, no doors 
on the building and they . couaght 'em down here." So then we, 
ah, I think, put in one at West Virginia Electric and, and 
then I think at Jimison's Engineering place over here, and 
so forth. When we had 4 alarms in, that represented a system. 
(Hmm) but we had to come up with another 3 thousand dollars 
or right about for 4 more, for one more system which would 
let us put in 4 more alarms. Then we just sort of sat back 
and monitored these alarms to find out just exactly what they 
would do. We would send our patrolman to a building and he 
would get up there and knock on the glass and, ah, then he 
would ualk to the girl, ah, she would come out, ah, 11 4 2 2 
i 
is that you?" And he would come back to the radio, "What do 
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you mean, is that me?" IIAre you pecking on 45s building up 
there?" And it was 45s building that he was pecking on with 
a coin. So we ran all kinds of experiments. Once we were 
convinced of what the system would tlo, then we went into 
business in a big way. I bought a 12 50 multalift printing 
press from Modern Letter Shop, Modern Printing place on 4th 
Avenue. And, ah, he was nice enough to show me how to use 
the equipment and he would make my plates . So we took the 
National advertising letters that Multraguard put out on this 
national marketing plan and adapted that m, that, ah, letter 
unti~ _it fit Huntington. For instance, we read in a journal 
a little thing that we used - - Wire the windows and they'll 
break down the doors, wir~ the doors and they~ll come through 
the roof, wire the roof and they'll come through the floors. 
And this became sort of a theme that we used with our letters. 
With Multraguard we can, you know, ah, hear the burglar and 
listen to his sounds, and so forth. So by prin~ing off 
thousands and thousands of letters and putting them on wind, 
leaflets and putting them on windshields of cars. At night 
our patrolmen would go by and put them under the store doors 
and warehouse doors and, ah, ah, (Chimes ringing) by then 
taking a street. Driving up a street and going over and 
putting letters in the mailboxes, the Postal Department ~alled 
us and told us that they were going to charge us postage on 
those letters that we were stuffing in their mailboxes because 
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that was not for general use. So then we began to take streets 
into the neighborhoods that we wanted like Camelot and 
Washington Boulevard, the better streets of Huntington. And 
we concentrated on that. And the next thing you know then we 
got Sterling Dental who owned the Guranty National Ban,k, and 
Hoty Nelson who owned Nelson _Trust Company and, and the Taylor 
Vinson, a prominent lawyer and Dr. Hoffman, who gave his 
library to ~arshall's Medical University. It's a very fabulous 
thing. If you haven't seen it you should go by and see it. 
And with these people they taen began to, ah, reccomena and 
refe+ _other people to us. So, ah, this is 19 and 80, ah, 3. 
i 
Nearing the end of 1983. It took us about 10 years until we 
could say that we were in the black. (Pause) Those years, 
National Central Alarm could not have survived had it not 
have been for National Detective Bureau. Because we were a 
already open, ah, 16 hours a day and then we had ah, a gitl 
who answered the, ah, she stayed at home not here, ahd ah, -sh~~ 
would you know, ha, direct the patrol and handle the guard 
jobs. Then when we opened up with the, ah, alarm case then 
the monitor pi~ked up that night shift of the telephone. So 
actually it meant putting in one shift and using our facilities 
here for the thing. It would cost, ah, the surveys that 
were made by major alarm companies that had plans to open in 
Huntington said that Huntington was not big enough to operate 
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a central station. When we went in and talked to Tom Chisman 
in Hampton, Virginia; I'm jumping around a little bit but it 
all ties together perhaps, Tom Chisman, ah, listened to me 
there and we had dinner and, ah, he took my wife and I out and 
his son took us out. They wined us and dined us. And we met 
and he showed us his facilities. We went out and talked to 
people in shopping centers who had it. The we went to Eu, 
Fort Eustus, Virginia, a military base that had just moved 
a damp, moved, ah, ah, ADT about 400 alarms out of the facility 
and installed Multraguard in. Because Multraguard could pick 
up geople tearing the side out of a warehous and going in and 
getting military hardware. And they had installed in to 
schools and they had arrested, I don't know how many people 
there, so their record was impressive. Finally Tom said, ah, 
"Colonel, let me ask you something. How big is Huntington? 
Let's talk al::out Huntington now. How big is Hun-tington?" I 
said,. "Well I think it's about 65 to 68 thousand, somewhere 
between there. It depends on how many people left last week 
or returned." (BS-chuckles) ''Well, what's its composition?" 
"Well, we've got Huntington Plateing, and Huntington Steel, 
and we've got Maidenform Bra, and we've got Huntington 
Manufacturing Company, and we've got Marshall University, we've 
got Huntington State Hospital, we've got Ensign Electric, 3 
plants and, and, ah, we've got 3 ma, mattress manufacturing 
facilities here. And, ah, we've got coal and steel that comes 
in. We're the largest inland shipping port in the nation. 
Ashland Coal, Ash, Ashland Oil, Armco and so forth. But these 
are scattered in 3 states within 25 miles of Huntington." 
"Well, tell me about Huntington. 11 So then I told him about 
the river here and that it costs us hundred dollars to run 
a telephone line across the river from here to Chesapeake. 
That Huntington was al:Dut 3 miles wide and about 5 miles long. 
Corp ••• 
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BS: • interviewing Colonel Browne in his office on Washington 
Avenue, 456 Washington Avenue, December 13, 1983 concerning 
the National Security Alarm Company. The first thing I have 
in my notes here today concerns the Chisman, Mr. Chisman, 
Tom, right? 
CB: Tom Chisman, yes. 
BS: O.K. And he was the fellow who got you going on the mult, 
the multraguard system? 
CB: Right. 
BS: Ah, ah, how bout if you carry on a little bit with that 
discussion? 
CB: O.K. (clears throat) excuse me. Tom Chisman was the president 
and the owner of the multraguard, M-U-L-T-R-A-G-U-A-R-D, 
Multraguard, ah, Incorporated, MGI is what it's known as in 
the business would, MGI. Ah, from Colu, from Cincinnati, 
Ohio Mr. Sloan, President of the World Association of 
Detectives, called Tom Chisman in Hampton Beach, Virginia and 
made an appointment for me to, ah, go there, look the facility 
over and, ah, sign my franchise, if I wanted to, after I 
knew that much more about the company. So my wife and I 
went to Hampton and we spent, ah, something like 3 days there 
before we really got down to the basic part of, ah, doing 
business. The Chismans' son, Tom Junior, took us out to 
dinner and took us several places. And, ah, other, ah, John 
Timber, who was the right hand engineer for the Multraguard 
company took us all through the central station. We visited 
a military post, Fort Eustus, and we saw the MGI equipment 
in use there. They had just pulled out 3 or 4 hundred, ah, 
ADT alarms. So, what we saw was very impressive and of 
course we're eager to go with the equipment by the time we 
had seen their simple stations and how they manufactured it 
and so forth. So finally Tom Chisman told us, "Well, tomorrow 
we'll meet in my office and we'll sort of do some chatting." 
I said, "Fine." So the next morning in Mr. Chismans' office 
he began with a sort of, ah, how big is Huntington, ah, 
i 
what's it composed of, and ah, would you mind discussing 
Huntington. I told him, "Huntington is about, ah, 5 miles 
long and about 3 miles wide. It borders Kentucky. rt 
borders Ohio." And he said, "I suppose you've checked on 
telephone rates from Huntington to Ohio?" And I said, "Yes, 
sir, expensive, very expensive." "Like what?" I told him, 
"A hundred dollars to hook it up and very expensive monthly." 
"And what about Kentucky?" I told him, "Well, that was even 
more expensive." At this point, ah, Mr. Chisman and I had 
really become what I would say very well aquainted with each 
other. I had a great deal of respect for him and I'm sure 
he did for me. And he, after discussing Huntington generally, 
the size of the business community, "How big is Huntington?" 
I said, "It's about 66, 68 thousand population, ballpark." 
And he leaned across his desk and he said, ah, "Colonel, 
J 
you and Mrs. Browne are very, very nice people." He said, 
"I'm going to suggest that you do something and I would 
strongly urge that you follow my advice. Number one, 
Huntington is not big enough to support a central alarm 
station. You must have a city of at least a hundred thousand 
people to support a central station. By that I mean that a 
town of your size is just not large enough. And we've had 
experience overthe country where small towns of your size, 
they have started in the alarm business and after a period 
of time they have just collapsed because they, there just 
wasn't enough business there to support them. So as I said 
a moment ago, you're just nice people, I'm going to suggest 
that you take your money. I don't think you're, I don't 
think you need a central alarm station. From what you tell 
me about National Dectective Bureau, you seem to be doing 
quite well. And just, why don't you just take your money 
and go on back home and, ah, consider this an adventure and 
try to find something else to invest in, if you are looking 
for something else. But I would advise you to keep out of 
the alarm business. Your city's not big enough." Well, this 
came rather as a surprise to me because I had, I wanted that 
equipment. And I told him, "Mr. Chisman," I said, "I didn't 
come down here to ask you for credit. I came here because 
I have seen your equipment in Montreal, Canada. I visited, 
ah, Kalcram Central Station in Cincinnati. And, ah, Dick 
Moling Central Station in Columbus, Ohio. I talked to the 
people who have the equipment and, ah, I believe that with 
that equipment, your equipment, the MGI MSII, that I can 
build a similar station and make it pay in Huntington. I 
realize that it'll take a long time. But if you don't want 
to sell it to me of course, ah, you know there's no harm 
done. I've enjoyed my visit with you." I said. "I'll find 
another piece of equipment." And he smiled and he said, 
"I think you misunderstand. I, ah, didn't say I wouldn't 
sell you the equipment. But," he said, "this is on a 
franchise basis and if we sign a contract you must agree to 
5 systems a year. That's 20 alarms. And," he said, ah, 
"they are expensive." And he said, "If you can not install 
these 20 alarms, they are shipped to you on a, on a consignment 
basis, a pre-, ah, contract and that's the smallest number 
that we franchise for, is 5 systems a year." And he said, 
"Now if you really want to spend your money in that field 
then," he said, "of course I'll sell them to you but I just 
thought I would tell you in advance I think you're going into 
a very, very dangerous field, financially, because of the 
size of your town. I just don't think you have enough people 
there to make it pay. 11 But, I said, "Well, as I said when 
I came here Mr. Chisman, I'm interested in the equipment and 
would 1 ike to have it. 11 He said, "Well then. If, if you're, 
if you insist then if you'll give me the name of your banker 
and, ah, let me make a phone call to them then we will find 
out very shortly whether we'll go with you or not. Because 
we are not in the credit business as you said a moment ago." 
I said, "Well, I'm not looking for credit . " So I gave him 
my, ah, the president of the Security Bank, Bob Beaman, and 
told him, "How about calling Mr. Beaman and he will be glad, 
I think, to verify my ability to pay for what I order and 
somEkthing about my character." He said, 11 Fine." So he said, 
"In the meantime I'm going to call my son and, ah, he will 
take you and Mrs. Browne out to another place this evening 
and suppose we set tomorrow morning and you come in and we'll 
see where we stand at that time?" So the next morning I went 
back to Mr. Chisman's office and when I walked in he said, 
ah, "Well," he said, ah, "are you still interested in going? 
Did you and Mrs. Browne talk over what I told you yesterday 
about the risk involved?" And I said, "Yes." "And you still 
want to go in the alarm business?" I said, "Yes, I do. 11 He 
said, "Well, then you tell me what you want and I' 11 sign the 
contract for you." So that's really the way we got started 
in the sys, in to the alarm business. I bought one system. 
I believe it was, ah, 18 hundred and 50 dollars for one system. 
That was 4 receiving modules, 4 control panels for homes and I 
believe we got, oh, 5 or 6, maybe 8 multraphones. That would 
be sound devices that you placed in homes, ch, so that you could 
hear people walk, talk, burglars smashing glass, etcetera. I 
bought a demo kit for 800 dollars and, 895 dollars, whatever, 
and paid cash for this, and came back to Huntington. Since 
I had never installed an alarm and, ah, was certainly not an 
electrical engineer, the job then was how to install it, how 
to charge for it, and, really, how to get along with it. So, 
before we got in to that I, ah, had to incorporate and we 
did set up National Central Alarm Systems, Incorporated. And_ 
ah, then we had to come up with a contract that would protect 
both the subscriber and our company from each other in the 
event of a misunderstanding, and it was a rather lengthy 
document. And after we had the contract printed and, and the 
incorporation papers here then we started into business. I 
was lucky that, to hire a man who had, ah, recently been in 
service and who had some experience in the electronic field 
and he was able to start in then. Ah, he was able to set us 
up a little bit. And then another fellow came along and I 
hired him and, ah, he knew something about a central station. 
So we set up our alarm station here in the office building, 
and then we were able to make one installation as I think I've 
already repeated here before with D & E Tool Company. Perhaps 
I didn't. D & E Tool Company had been on stirke for I believe 
11 months and, ah, it was a rather violent strike. The windows 
were all smashed in the buildin~ the doors had been knocked 
down because of, ah, fires that started in the building and 
the firetrucks would come and they would have to smash the 
doors down in order to get in because there were other 
occupants of the building, other firms adjacent to it and I 
believe above the D & E Tool. It was at 18th Street West here 
in Huntington. We installed our equipment and since, well 
they called me and asked me if I could put in an alarm and I 
told them yes. And he said, "Well come on down. I'm 
interested in your equipment." Well I had been sending out 
letters all over the place about the alarm. Calling people 
and talking to them, and I ran in to all kinds of problems, 
ah, at that time but nevertheless I, management there, ah, 
told me, "Come down and look it over. See what you can do." 
When I went down I saw this building with large truck doors, 
overhead doors, leaning up against the building. Ah, anyone 
could walk in between them or around each side of them and 
they were not hinged nor connected to the building, they were 
just leaning there. Ah, they had been knocked down so many 
times and he said, ah, "Well, this is the building." Went 
back and there was a place probably 25 feet long with steel 
casement windows one after the other and not a single pane 
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of glass in them. He said, "Can you protect us here?" And I 
said, "Well, this is a toughie, this is a do, (chuckles) this 
is a tough one." I said, "Yes, I th ink I can but of course 
we will not be able to give you opening and closing times. 
That would be when someone opened the door and it would trigger 
the alarm, like other alarms work. We'll just have to depend 
on sound." So we made this installation and I believe it was 
3 days after it was in why, we heard men talking in the 
building and we dispatched the police and they got, found 5 
people in the building and, ah, I'm not sre whether they made 
an arrest or not but nevertheless why they, ah, ran them out 
and, ah, the police wanted to know, "Well how, how did you 
do that? You had no doors here." So I pointed to one of 
the little multraphones up there like that one there. It's 
about as tall as a package of king size cigarettes and about 
twice as thick. I said, "That will pick up from 2500 to 
5000 square feet of space. It doesn't go through petitions 
of walls very well but in an open area such as this it's 
very good. We can hear cars and trains and, and, ah, sirens 
and people talking and so forth." And he said, "Well, you' re 
very good. I didn't know you had a system like that." So 
we monitored that alarm, ah, I believe, roughly for about 3 
months before we really got in to trying to sell. We wanted 
to know exactly what it would do. So then we sold West 
Virginia Electric and started in to business at that time. 
We knew what the equipment would do. We made the second 
apprehension at this place. I believe this time they arrested 
3 men who were in the office area of D & E Tool and,~. then 
we knew that the equipment would do what we wanted it to do. 
I knew when we went into the alarm business that Huntington 
is a very close-knit town. It's a town of families that 
have been here for many, many years. It's intercourse with 
the outside world is limited, mostly to Marshall University 
and to International Nickel and, you know the large industries. 
The rest of the people are here and have been here for many, 
many of them all their lives. Close-knit town. ( clears 
throat) Excuse me. If you do something right in Huntington, 
it will go all over town. If you do something wrong, it too 
will go all over town. And I figured with the multraguard 
system that once the people started using it, both in their 
business and in their homes that it would sell itself. One 
would be telling another. For example, let's suppose that 
we sold, ah, ah, Herb Colker with West Virginia Electric, 
which we did, an alarm. Herb Colker, when he would open his 
door and go in in the morning, he would say, "This is Herb 
Colker. My number is ••• ", whatever number we had gave him, 
say "22 and I'm opening." Our monitors at the central station 
would see a green light go out and a red light come on meaning 
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the door was opened. She expected immediately to hear someone 
identify themself with name and number. This meant that it 
didn't take long before all the managers of this particular 
company were aware of the alarm and how it worked and during 
the night when someone would be prowling around the building, 
we would dispatch the police. Sometimes we would find maybe 
pry marks on the building and, ah, or maybe a door that was 
not fully closed and it would vibrate and we would get a 
red light and we would dispatch our patrol at the time, and 
the police. And then when we sold our first one into a 
private home and here when the people would enter, like Dr. 
Hoffman. Dr. Hoffman would open the door and go in, "This 
is Dr. Hoffman. We're home." And then he would go to the 
control panel and here, again, he would repeat, "This is Dr. 
Hoffman. My number is, ah, 42" or whatever his number was. 
And this became sort of the talk of Huntington because people 
were talking to us. Huntington's most prestigious people. 
When they would go in with friends they would say, "This is 
ah, Dr. Hoffman, number 42, I'm home." You could hear the 
other people say, "Did you say something to me Doctor?" "No. 
I was talking to my alarm system." "Oooh. You're talking 
to your alarm system." "Yeah. Let me show you how it works." 
And they would go to the control panel and say, "This is Dr. 
Hoffman, would you get me 5 green lights please?" our 
monitor at the central station would press a button and he 
would get 5 green lights. Well, this sort of amazed the 
people who were seeing it because, ah, from our central 
station, for the first time, the people saw an alarm system 
that the people could talk to us over. If they were ill, 
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they could tell us to send a doctor or -send an ambulance. If 
they had a fire, they could tell us to send the fire department. 
And when they would leave the home for downtown, they would 
say, "This is Mrs. Hoffman, ah, we' re going downtown. We' 11 
be back later." We would give them a signal and they would 
leave. And we instructed the people at that time, please, 
if you're going out of town always make a telephone call because 
we can not get the information of Buffalo, New York or 
Schenectady, New York or you're going to Mrs. Schwartz's home 
or you're going to Tom Zimensky's home. We couldn't stop 
the people and ask them how to spell this, we didn't get your 
area code and the phone number and the street number and that 
type of things. Always call us or send us a letter in advance 
so that we can set the system up so that we will know that 
you're out of town. Well, that was sort of the beginning of 
our alarm business. 
BS: Did you ever have any trouble selling those 5 systems in a 
year? 
CB: Ah 
BS: I'm assuming that those first couple of years were difficult. 
CB: Yeah, I don't, ah, I don't have my figures here but I think 
that, ah, the first year I think that we may have sold, ah, 
well the first year I think we got the alarm, ah, in, ah, 
November so we only had a couple of months I believe in 19 and 
70 whatever the year we started in. And then we started 
another year. I believe that, ah, 12 or 13 alarms is about 
what we were selling per year at that time. It was not high. 
BS: Though when you said selling you meant installing? 
CB: I mean installing. (O.K.) That's because all our alarms 
were on a lease basis. In other words, we figured that since 
this was a franchise the people could not run this alarm to the 
police department nor to any other central station and there 
would be no qualified person in the area who could troubleshoot 
the alarms, then why not put them in on a lease system where 
we would do all the trouble shooting, make service calls and 
so forth. And these that would, the oost of the service, ah, 
and the monitoring would be on a monthly charge. Like I think 
we started with 15 dollars a month or 14 dollars a month, 
whatever it happened to be, a small amount monthly. And this 
included 24 hour a day monitoring and full maintenance and 
parts on all our installations, on each one of them. Ah, a 
problem that develops with a central station I might add 
this here is that to open a central station, when you install 
your first alarm whether it's an outright sale or whether 
it's a lease, you're committed here to provide that person's 
home or that place of business with 24 hours of monitoring 
and, ah, prompt attention in the event of trouble. So, I 
believe that our expenses in the beginning were running 
something like a thousand dollars a week, ah, counting our 
monitoring and our overhead costs, truck, service men, and, 
ah, taxes, etcetera. So, it was not a profitable thing to 
begin with. When you have 30 dollars a month coming in and 
you have a thousand dollars a week or better than 4 thousand 
dollars a month going out, it's a little bit awkward, econom-
ically, (chuckles) to, ah, get in. So, to set up a central 
station is a very, very difficult and a very, very costly 
way of doing, of, of getting into the alarm business. Ah, 
while we've been in, there have been repeated attempts here 
in Huntington by, I couldn't begin to count how many people 
have entered in to the alarm business not always as central 
stations but getting into the alarm business. And they would 
sell an alarm or two and the next thing you know they're gone 
because, ah, people ask a lot of questions, who are you, how 
long have you been in business, who do you have, who can you 
reccomend, who can I call, that type of thing. And, for 
ourselves at Nati01al Central Alarm Systems, this was really 
a big thing because when I would talk to people that I had 
been providing patrol services for, investigations from 
National Detective Bureau and told them we're going into, w~•re 
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in the alarm business and we have a central station at our 
office and they questioned. They would say, "Well, ah, 
Colonel, why should I run an alarm into your pace?" There 
had never been a central alarm station in West Virginia. We 
were the first. We pioneered this field. "Ah, you, if a 
burglar was coming into the place you call the police 
department, don't you?" "Yes." "Well, wouldn't that be a 
delay? Why wouldn't I be better off to run this alarm to 
the police department? Now the police department doesn't 
charge anything a month. I could go in there for nothing. 
And I was talking to, to ADT and to Alert or Acme rather, and, 
ah, they run it into the police department and I don't pay 
anything a month. Why should I pay you when I don't have to 
pay them?" So these were extremely difficult problems that 
we had. Ah, number one you had to explain to the people 
how, what the difference was. Well, an alarm that went in 
to the police department, ah, just sat there. The only time 
that alarm was ever triggered basically was when it accidentally 
went off because of the subscriber or the user making a mistake 
of opening the door when the alarm was on or failing to turn 
the alarm off when he or she entered the premise or, ah, when 
the telephone people were working on the telephone and during 
storms most of them went off because a very high percentage 
of alarms that went into the police department did not have 
battery backups at the time or if they had a battery, it was 
a dry cell. And those alarms had been put in by any number 
of people who had long since gone out of business and the 
companies didn't go around every so often and check the alarm 
to find out if it was working. So, with equipment of that 
kind, ah, then the person never really knew whether the 
system was working or not, and the burglar knew that, ah, 
they had been very smart and are smart too . I've always said 
that many burglars could qualify for a Ph.D • • They are smart, 
intelligent people if they remain on the streets. So they 
knew that if they went in to a facility (clears throat) with 
an alarm that there was a pretty good chance that it wouldn't 
work because it hadn't been checked, hadn't been tested, ah, 
probably the police wouldn't come anyhow because it had gone 
off so many times before. So our system, the difference was 
that there was no way to get into one of our facilities except 
by triggering the alarm. When they left in the morning they 
turned the alarm on and we could hear the person talk to us. 
That meant we were testing that alarm in the morning to see 
that it was working fine. During the night when they came 
in, or when they close their place of business they turn the 
alarm on, we had an opportunity to see the audio section of 
the alarm worked to see that the perimeter was working. We 
knew the alarm was working. So our alarm was checked twice 
a day and the residential were checked as many as 10 and 15 
and 20 times a day because people would come in, turn it on 
and run back out, come in, turn it on, turn it off and go 
back out, and that type of thing. It was a constant and 
motion type of thing. So our equipment was always in a 
state of readiness unless lightening came and would damage 
a pace of equipment and a printed circuit board or unless 
the telephone company would be working and a cable would be 
down, they would be splicing. Well, I don't know what would 
happen, the other alarms they would show trouble, I'm not 
talking about (end side 1) •.• of the difference between 
the types of equipment that we were installing and after we 
had been in business for about a year or so I think we had 
12 or 13 alarms. Ah, we had another meeting back in Hampton, 
Virginia with all of the alarm companies from the, most of 
the states and they raised the question there, "How many 
alarms do you have?" And I told them, "Not very many." 
(chuckles) But it seemed like a lot of alarms to me. You 
know, 10 or 12 alarms seemed like an awful lot of alarms to 
me. Although we weren't making money we were putting in 
alarms. And, ah, so, they said, "Well, aren't you putting 
in other alarms into your place?" I was so sold on the 
multraguard system I said, "I don't want any other alarms. 
I'm just selling multraguard." And they sort of laughed 
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at me a little bit. They said, "Well when you're running a 
central station you take in all kinds of alarms there. Don't 
hesitate. Take in the kind that the police department has. 
Take in any kind of alarm there but just give them good 
service. You can give the other alarm good service. check 
it and get away from dry cell batteries. Go with the gell 
cell and a rechargeable unit so that your battery, after, if 
power failure happens that it will recharge itself and so on." 
So, ah, we had a lot of laughs about the thing because they 
thought I was a rather (pause) unusual person that I went 
into alarm business and, in other words I sold only the 
Rolls Royce. I didn't want any Fords and Lincolns, and 
Cadillacs here. I wanted Rolls Royce - the Multraguard MS II 
equipment. And frankly, if I, in my honest opinion now, I 
could never have made our station wok without the MS II because 
I would have been installing the same Ademco, the same 
Firebird instrument as the police department. I would be 
forced to charge a monthly amount to pay for my monitors and 
to pay for my costs the city was paid for out of taxes. So 
I, they, they could operate and pay nothing or charge nothing 
a month, free. I had to charge. So if I used the same kind 
of equipment why should they pay me when they could get it 
at the police department and that. So I lost many, many, 
many alarms by, the people would call up and say, "Well I 
want an alarm like my brother has but he tells me you're 
running a central station and I'd like to run it in there." 
I say, "I'm sorry, I don't put in that kind of alarm." So 
I guess I made a lot of mistakes at that time but nevertheless 
BS: How long did it take before you broke even? Or could 
CB: I would say about 10 years, ah, before we reached the, ah, 
the break even level where we could pay our bills and where 
monitoring and installation would meet our, ah, our, ah, needs, 
in other words, to do it. 
BS: And during that time the detective part of the business was 
carrying it? 
CB: Yeah. Yeah. In other words, National Central Alarms didn't 
have to pay any rent, lights, water or gas. Ah, if we had, 
the times when, ah, we were installing alarms if we didn't 
have, ah, ah, didn't have an alarm to install or something, 
we could use a man in the guard business, you know, to keep 
him employed. Our office was open, ah, ah, for 12 hours a 
day, normally. Some went in all, all the time during 
investigations by the patrol. And we had arrangements made 
with one of our office girls that, ah, during the night she 
had a radio at home and she could be contacted by the patrol-
men and they used her phone to call her or to call me here 
at the guard operations in case something happened. So we 
never resorted to an answering service. They had two numbers 
they could reach us by 24 hours a day and then that would be 
from investigations or guards or strikes or what, patrols or 
whatever we were operating . So when we opened the central 
station then we brought Libby France, Elizabeth France, ah, 
I had to put her in operating the night shift so the rest of 
the operations, we were on a 24 hour basis and, ah, while the 
statement I made a moment ago, if we had of charged this off 
that went, you know, the actual cost of operating, then we 
could never have made it because it, National Central Alarms, 
just couldn't generate that kind of money to pay for 24 hour 
a day mon:i:loring and the manpower and the cost of operating it. 
BS: When you said that you were the pioneer in West Virginia, how 
big a franchise area did you, receive I guess is the word, 
and has that ever been chiselled away, or have you sold parts 
of it, or it didn't work that way? 
CB: Well I asked for West Virginia and, ah, southern Ohio and 
southeastern Kentucky. I wanted, ah, probably about a hundred 
miles of Huntington. Although the Multraguard MS II equipment 
would only operate effectively for about 25 or 30 miles from 
the office. So that meant I had to, ah, request a part of 
Ohio and a part of Kentucky too. And this was my franchise 
and the company agreed that they would not sell to anyone in 
this area. If someone wanted, ah, equipment or wanted an 
alarm, that they would refer them to me and I would not 
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have a competitor who would, ah, be operating here, line in 
Charleston. So, ah, someone did try to get a franchise in 
Charleston and I told them I, that Charleston would be my 
territory. that we had not reached that area yet but we 
fully intended to and I would appreciate it if they wouldn't 
sell, ah, another distributor there, ah, another central 
station. Ah, we're at the gates of Charleston now. We're 
still not in. We have followed a policy of a strong 
consolidation of your home front before you adventure into 
the field. One of the biggest enemies of anyone in the alarm 
business is that they will always think that it's a little 
bit better across the river or the town down the way is a 
little bit better than the one you're in. And the next thing 
you know if you're not real careful then you have alarms that 
are scattered to the four-winds and there's always something 
that will happen to an alarm that's a long way from the office. 
It happens to those that are close to the office too. Well, 
the problem is that if you place your alarms all over the lot 
then everybody will get poorer service because while your 
alarm man is in Point Pleasant, or Parkersburg, or Charleston 
servicing an alarm and you have an immediate need here in 
Huntington th~n you've got to have 2 men to service your alarm. 
Well, if your installations are not large enough to support 
one man full time or to keep a 24 hour a day program going, 
then you're going to receive a lot of complaints. And one 
thing I don't think we've ever received is complaints, we've 
always been able to troubleshoot our alarms. Many times 
twelve, one, two, and three o'clock in the morning I've been 
out in buildings servicing alarms. And that's all after I 
had worked all day and had a full day scheduled the next day 
and, ah, then my installer did the same thing. You know, my 
outside man we would be, many times, in buildings, ah, 5 and 
6 ours at night re-wireing because they had, ah, torn a door 
down or the company was redesigning the building and we'd 
have to be out there fixing the alarm up or the telephone 
company had been in and cut wires or a lot of problems. All 
kinds of problems happened. So our policy was don't make 
the mistake that Hitler did, don't head for Moscow. Your 
supply lines can destroy you. So ours was when we get 
Huntington, ah, supplied then you're ready to go into Kenova 
and Ceredo and into, ah, ah, you know, Barboursville and 
these areas. But first consolidate Huntington. That is still 
our policy. Althoughtwe're now in Ohio and we're in Kentucky 
we're as far as, ah, Garret, Kentucky, it's, ah, up at Great 
Beaver; and Prestonsburg and Paintsville, and, ah, down to, ah 
oh 25 miles on the road to Lexington and, ah, we're at the 
gates of Portsmouth and so on. 
BS: Now those are all controlled from this station? 
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CB: This station, yes. 
BS: So that must be just about the, the technical limit that you 
could go from this station? 
CB: Well, we have now, we changed after a period of time after I 
would say maybe the first year that we were in then we began 
to look at other equipment. Because after visiting Hampton 
and talking to other central alarm people I realized that if 
you are going to run a central station that, ah, that my 
original policy of putting in only Multraguard was not the 
correct one, that, ah, this equipment cost more than another 
piece of equipment . I had by that time established, ah, 
pretty well that we were running a central station and then 
we began to install other alarms. Ah, we bought, ah, another 
system from, ah, the Vertex Company, that's visi, well it's 
Vertex, V- E- R- T- E- X, from Texas and this is a computer type 
alarm that would operate, ah, similar to the Multraguard . It 
had sound, the same as Multraguard. But it operated on existing 
telephone lines . The multraguard equipmet: requires a dedicated 
telephone line, no phones on it at all. And there is a 
telephone line cost for that line from our central station say 
to your home or to Marshall University. No phones can be, or, 
can be installed on that. We supply the power on both ends of 
that line . That's why we call it a dedicated line. It operates 
only from the multraguard alarm and of course this usually 
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insures no interruption from any source unless repairmen or 
a pole is knocked down or, (mmm hmm) or something. While 
the, ah, Vertex equipment by using a RJ31X, that's a company 
piece of, telephone company connector that you can install 
this alarm on to your home phone and it will transmit the 
message of, ah, opening and closing and, ah, temperature 
control, tampering, sound and so forth (clears throat) to us 
over your existing phone. Ah, so we bought that. I think 
we spent about 5 thousand dollars on this piece of equipment 
and this is the ones that we operate now in Kentucky and 
Ohio with . Ah, then w~ since then, then along about that 
time why we put in another system, ah, the very, very early 
time this was the Marsh Mcculloh Loop . Ah, this was a 
piece of equipment that was really invented about a hundred 
years ago, probably more than a hundred years ago in 
California and it works on, ah, a printout of a little strip 
of paper and it originally was, ah, created because the very 
wealthy people in Knob Hill in California wanted to, would 
have a big party and at that time people would traveled in 
their carriages or horse and buggys and they would arrive, 
and if you had a party of a hundred people and each one 
arrived with 2 horses pulling their wagon or pulling their 
carriage, why this means you have 400 horses around messing 
up the lawn so they created this thing so that, ah, when you 
arrived why they could hand you a check which had number 11 
on it and the place at the station would press 1 space 1 and 
ah, it would go into the place that they were sending carriage 
number 11 down or whatever. They had their signals to use 
numbers. Ah, it would be better probably if we used 2 instead 
of 1 because that other 2, one one, well if it was one one 
it would just be two ls together. But they had it worked 
out very well and then they had a man who would get in the 
carriage, drive the carriage down to the livery stable with 
his horse following behind and he would come back and get 
another one. When you were ready to leave then you came out 
and gave them your check and they would press this number 
and someone from the livery stable would bring your carriage 
to you. And this worked so well that it, from that point, 
was switched over to, ah, take over the place of, of fire 
where it ended the ringing of bells outside and hitting a 
piece of steel notifying the people that your home was on fire. 
And it worked so well there that all over the United States 
now this same type of equipment is installed and goes into 
fire departments. And those, ah, fire pull stations that 
you see in cities all over the nation, here in Huntington, 
where you break a little glass about so big and pull a lever 
from, from the thing and that would, say it would be, ah, 
1:12 , 9th Street and 4th Avenue when you pulled that. Well 
that would print out on a piece of paper either by punch or 
black dots in the Huntington Fire Department, l space one two 
meaning 1:12. The police department would read it, Look, 
that's 9th Street and 4th Avenue, the fire department came. 
That's a very reliable piece of equipment and we use that in 
our central station. So after a period of time then we went 
on a drive then to get the alarms out of the Huntington Police 
Department and then, ah, the Huntington Police Department 
passed an ordinance to, ah, comply with other police depart-
ments of making a charge of 300 dollars a year. Which put 
them competitively, to say the least, with us in the private 
sector. So, but they quit taking other alarms in because 
they realize that they were competing with a tax paying firm 
and, ah, if the cities followed that then they could openly 
get in to the bakery business or the garage business or, ah, 
clothing business and so forth. So municipalities today are 
getting out of the alarm business all over the country. 
BS: I think I'm getting a pretty good idea how it all works. Ah, 
how 'bout if you run through the names of some of the people 
who have played key roles in this business so that I might 
talk to them while you're out of town or if I don't get a 
chance to talk to them so at least they are on record as 
having contributed to the growth of your firm. 
CB: O.K., fine. Well, ah, I would say, ah, the Chief of Police 
would be a very good one, Ottie Atkins, he was, ah, I met the 
Chief, ah, on patrol when he was a patrolman here in Huntington 
during the time long before we went into the alarm business. 
And, ah, the Chief and I are good friends and he's very familiar 
with our operation. Ah, many, several times that the police 
department has notified us that we're calling the police 
department to many times. Especially before Christmastime, 
October and November when we become extremely concerned 
because this is a high cri:ne time and, ah, since the Hunting:on 
Police Department has a 25 dollar false alarm charge that 
they can levy against a subscriber why we have always tried 
to keep our alarms, you know, our dispatches when we hear a 
noise, ah, and we're a little bit concerned. We know 
something causes this noise and we will quite often dispatch 
the police during these peak crime periods. Hot, hot summer 
when everybody is- on- the - s~reets, -and- at- Gh ~istmastime. So 
I believe last year in November they notified us that, ah, 
we had called, ah, 50, 60, 70 times, something, in a months 
time but now with the hundreds of alarms that we have in, 
that's a very small number of times to call the police. Ah, 
most of the time we send our own patrolmen to the places but 
if we think wa have a problem we'll dispatch the police. So, 
Chief Atkins is very familiar with our company. You could 
talk to, ah, Earl Heiner of Heiners Bakery . Ah, you could 
talk to Mrs. Hoffman, Dr. Hoffman's ah wife. Ah, ah, well 
there's so many people we've done, the Smart Shop, ah, Bob 
Glick of Star Furniture, and, ah, well most any place in 
town that you see our decal. It says National Central Alarms 
on it, This place is protected. 
BS: How about 
CB: I'll get you a list of places you know, so that you could 
talk to them. (clears throat) I hesitate to give you a 
list of all of our people because there are some that are 
not, you know, they don't want their names known that they 
have an alarm. They, some people feel that if the criminal 
world thinks they've got an alarm, that they have something 
very valuable inside. So the names that I have mentioned 
are people that, ah, I have given before with their permission. 
BS: O.K. How about people that have worked for you? 
· :..CB: Well, you could talk to Martha Gwen. Martha Gwen has been 
with me for I guess 15 years. And you could talk to Joe Peck 
and, ah, he's been with me for years. And Wilma Hopkins who 
works in the office here. She has been in the alarm room. 
Martha Gwen has worked in the alarm room and Joe Peck is our 
installer. So this would give you (O.K.) a diversified in 
look to the alarm business. 
BS: Anything else that we should add here before we call it quits? 
CB: Well, the only thing I could say is that from a point of 
Marshall University, ah, I, as you know, teach a class in the 
Criminal Justice Department or lecture, whatever term you 
want to use, each year and have done this since Tommy Adkins 
ah, was the professor there, the doctor there. The field of, 
ah, private security is a very enticing field for people who 
have a great deal of patience and, ah, who want to get into 
a job that's not the same old repetitive thing like selling 
clothes. There's always something different going on in 
the, when you're, when you're matching wits with the criminal 
world. And whether you're in the, as a private detective and 
you're handling investigations like we do with National 
Detective Bureau or whether you're in the guard business like 
we, too, or whether you're in one facet of the alarm business 
it's, ah, it's a very fascinating thing and the years pass 
by very rapidly because as you look back last week and last 
month and the excitment that comes about when you're able to 
win that case in court as a private investigator or when you 
make an apprehension with an alarm or when you are able to 
successfully carry out an assignment in the security field 
with your security officers. It's an exciting field. Hara 
work. Difficult work. And I daresay today that if I were 
young and, ah, was interested in pursuing the field of 
security, I think that I would look for a good firm that had 
management that was, ah, reaching the middle age and was looking 
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for new people to carry on in that particular field. Because 
this would be an excellant opportunity to get in. But the 
alarm end of the business today is, ah, a lot of the big 
companies are buying up the small stations and they're 
advertising now in the periodical journals they want to buy 
alarm companies that do a million to 5 million dollars a 
year in gross business. So, the security field is one that, 
ah, I think will remain for a long time and even thought it's 
advancing very rapidly into more sophisticated, ah, like the 
computer f:ield, it's one that its growth is not rapid enough 
that the average persons involved couldn't keep up with it. 
Good field for someone who might be interested. 
BS: O.K. Thank you very much. 
(End of interview #3) 
